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Otex®  Ear  Drops  contain  a  unique,  DUAL- ACTION 
formula  that  not  only  softens  hardened  ear  wax,  but  also 
gently  releases  oxygen  to  help  it  fragment  and  disperse. 

Clinically  proven,  with  10  years'  prescription  success, 
this  highly  effective  formulation  is  now  available 

WITHOUT  PRESCRIPTION. 

And  to  make  sure  the  "Best  News"  is  really  "Big  News" 
we  are  spending  well  over  £1  million  in  National 
Newspapers,  TV  and  radio  to  tell  your  customers  to 
ask  you,  the  pharmacist,  about  Otex. 

We  are  confident  that  you'll  be  telling  them 
that  Otex's  unique  dual-action  formula  is  "the  best 
news  for  ears  in  years"! 
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EAR  DROPS 


CLINICALLY  PROVEN  TO  DISPERSE  EAR  WAX 
AND  REDUCE  THE  NEED  FOR  SYRINGING 


■ 


OTEX  Registered  Trademark  and  Product  Licence  held  by  Diomed  Developments  Ltd.,  Hitchm,  UK.  Distributed  by  DDD  Ltd.,  94  Rickmansworth  Road,  Watford,  Herts,  WD1  7JJ] 
Active  Ingredient:  5.0%  w/w  Urea  hydrogen  peroxide.  Directions:  Tilt  head,  and  gently  squeeze  5  drops  into  ear.  Leave  for  a  few  minutes  and  then  wipe  surplus  with  tissil 
Repeat  once  or  twice  daily  for  approximately  3-4  days  or  until  symptoms  clear.  Indications:  For  the  removal  of  hardened  ear  wax.  Precautions:  Do  not  use  if  sensitive  to 
ingredients,  if  ear  drum  is  damaged  or  if  any  other  preparation  Is  being  used  in  the  ear.  Keep  away  from  eyes.  If  irritation  or  pain  occurs,  or  if  symptoms  persist,  stop  treatment  I 
and  consult  your  doctor.  Keep  all  medicines  out  of  the  reach  of  children.  |  FOR  EXTERNAL  USE  ONLY  |  Legal  Category:  [p]  Packs:  Bottles  of  8  ml  (PL  01 73/01 51 ),  price  £2.1 
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Comment 


Everyone  likes  to  have  their  say.  The  political  activists  call 
it  lobbying.  Politicians  call  it  canvassing.  Royal 
Pharmaceutical  Society  Council  candidates  have  their 
one-shot  manifestos  and  whatever  else  they  can  rustle  up 
that  is  politically  correct.  Individuals  and  industry  figures 
can  air  their  views  in  our  letters  columns,  as  can  pressure 
groups  and  the  mainstream  pharmacy  organisations.  And 
community  pharmacist  Xrayser  has  his  or  her  column... 

Xrayser  —  let  us  assume  it's  a  "he"  for  convenience  — 
continues  to  be  loved  or  hated  depending  on  whether  or 
not  his  voice  speaks  for  you  or  against  you  from  week  to 
week.  Xrayser's  pharmacy  is  his  window  on  the  world.  He 
reacts  with  passion  to  the  things  that  make  life 
unbearable,  tolerable,  good,  or  excellent  for  himself,  the 
profession  and  the  patient/customer.  Anonymity  means 
that  comment  can  be  made  without  fear  or  favour, 
providing  it  is  fair,  balanced  and  accurate.  That  "cloak" 
means  Xrayser  cannot  be  sought  out  and  influenced 
directly  by  his  peers  or  by  companies.  Any  letters 
addressed  to  him  at  this  office  are  forwarded  —  writers 
can  expect  silence,  or  a  measured  response  in  his  column. 

Anonymity  is  not  the  preserve  of  Xrayser.  Occasionally 
a  correspondent  has  been  allowed  a  pen  name  where 
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identity  would  cause  local  embarrassment.  And  some 
time  ago,  as  the  official  organ  of  the  Pharmaceutical 
Society  of  Northern  Ireland,  we  introduced  an  unsigned 
column  in  the  first  issue  of  each  month,  written  by  a 
practising  community  pharmacist  from  the  Province.  We 
now  propose  to  introduce  a  third  regular  "covert"  slot  for 
manufacturers  in  the  third  issue  of  each  month. 

By  invitation,  12  companies  a  year  will  be  invited  to  put 
across  a  perspective  on  pharmacy  that  will  encourage 
better  business  and  good  pharmacy  practice.  The 
beneficiaries  should,  in  the  end,  be  the  patient/consumer, 
the  profession  and  the  industry.  Each  year,  four 
pharmaceutical,  four  OTC,  two  cosmetic  and  two  toiletry 
companies  will  have  their  say.  Offers  to  the  Editor,  please! 

Meantime,  WhichPhave  had  their  say  on  OTC  medicine 
supervision.  Pharmacists  and  their  assistants  must  do 
better  in  some  particulars.  However,  the  Consumer's 
Association  would  do  well  to  accentuate  the  positive  effect 
pharmacists  are  having  on  community  healthcare  in 
general.  The  level  of  patient  care  exercised  in  pharmacy  is 
high  and  rising.  It  cannot  be  found  in  garages,  grocers  or 
supermarkets  where  the  sales  of  oil  and  beans,  let  alone 
non-P  medicines,  are  a  pick  and  mix  affair. 
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Supervision  of  P  medicine 
sales  slated  in  Which? 


Inadequate  supervision  of  Phar- 
macy medicines  could  put  pat- 
ients at  risk  of  taking  the  wrong 
drugs,  concludes  a  report  in  the 
latest  issue  of  Which?. 

"Safety  checks  were  all  too 
often  little  more  than  a  sham  in 
the  pharmacies  we  visited,"  says 
Helen  Parker,  acting  editor. 

The  report  commented  that 
pharmacists  want  a  bigger  role  in 
advising  people  about  their 
ailments,  but  Which?  has  doubts 
"about  how  well  they  would  take 
on  a  more  demanding  role". 

Researchers  visited  30  phar- 
macies and  discovered  that 
one-third  of  pharmacy  assistants 
(nine  out  of  27)  sold  P  medicines 
without  consulting  the  phar- 
macist. In  two  cases,  P  medicine 
sales  were  made  when  the 
pharmacist  was  not  on  the 
premises. 

In  nearly  all  visits,  assistants 
did  not  ask  researchers  why  they 
wanted  the  medicines,  nor  did 
they  offer  any  advice.  This  also 
happened  in  two  of  the  three 
cases  where  pharmacists  served 
researchers. 

When  assistants  did  check, 
"this  often  involved  going 
through  the  motions",  says  the 
report.  Some  13  of  the  27 
assistants  held  the  medicine  in 
the  air  or  shouted  its  name  to  the 
pharmacist. 

After  the  sale  when  researchers 
asked  to  see  the  pharmacist,  only 
eight  pharmacists  asked  about 
their  symptoms. 

The  researchers  asked  for 
specific  products  in  ten  of  the 
pharmacies: 

•  Nine  handed  over  "the  wrong 
type  of  Canesten  cream  —  one 
suitable  for  external  use  for 
ringworm  or  athletes  foot",  when 
one  for  vaginal  thrush  was 
required.  (The  Royal  Pharma- 
ceutical Society  points  out  that 
the  external  cream  is  also  suitable 
for  treating  thrush) 

•  HC45  was  sold  in  all  cases 


Avon 
pharmacist 
wins  appeal 

The  Appeals  Unit  at  Harrogate 
has  upheld  Avon  Family  Health 
Services  Authority's  decision  to 
grant  a  pharmacy  contract  in  the 
village  of  Chew  Magna,  in  face  of 
doctor  dispensing  opposition 
(C&D  last  week,  p885). 

Pharmacist  Sibbat  Syed's  app- 
lication was  decreed  not  to 
prejudice  existing  medical  ser- 
vices. Mr  Syed's  application  will 
now  be  considered  by  the  FHSA 
in  terms  of  its  necessity  and 
desirability. 


without  any  questions  asked 
about  symptoms  or  proposed  use 
•  Nine  sold  Pollon-eze  without 
asking  if  any  other  medicines 
were  being  taken,  despite  the  fact 
that  its  active  ingredient,  aste- 
mizole,  can  cause  irregular 
heartbeat  when  taken  with 
certain  other  drugs. 

The  report  points  out  that 
supervision  of  P  medicines  makes 
sense  only  if  it  "really  does 
protect  consumers".  With  more 
medicines  deregulated  to  P 
status,  this  makes  failure  to 
supervise  all  the  more  serious, 


Leaders  of  six  large  medical 
organisations  agree  that  doctors 
should  be  able  to  prescribe 
cannabis  for  a  number  of  medical 
conditions  and  three  of  these  also 
support  moves  to  decriminalise 
possession  of  small  amounts  of 
the  drug  for  personal  use. 

The  survey  carried  out  by  The 
Observer  reported  that  the 
following  six  were  in  favour  of 
allowing  doctors  to  prescribe 
cannabis  for  the  relief  of  certain 
medical  conditions:  Professor 
Leslie  Turnberg,  president  of  the 
Royal  College  of  Physicians; 
Professor  Alastair  Spence,  pres- 
ident of  the  Royal  College  of 
Anaesthetist;  Professor  Alastair 
Bellingham,  president  of  the 
Royal  College  of  Pathologists; 
Professor  Geoffrey  Chamberlain, 
president  of  the  Royal  College  of 
Obstetricians  and  Gynaecolog- 
ists; Christine  Hancock,  general 
secretary  of  the  Royal  College  of 
Nursing;  and  Dr  Sandy  Macara, 
chairman  of  the  British  Medical 
Association. 


comments  the  magazine. 

Which?  believes  the  Royal 
Pharmaceutical  Society's  plans 
for  a  written  protocol  for  over-the- 
counter  medicines  is  a  step 
forward,  but  needs  to  be  enforced 
and  monitored.  Better  labelling 
or  enclosed  information  leaflets 
with  medicines  would  also  help. 

RPSGB  president,  Nicholas 
Wood,  says  that  the  results  of  the 
survey  "were  confusing",  and  did 
not  determine  whether  reseach- 
ers  had  asked  the  pharmacists 
themselves  for  advice.  He  points 
out  that  the  report  makes  the 


A  number  of  their  colleagues 
disputed  the  suggestion  that 
cannabis  has  a  therapeutic  effect 
superior  to  existing  medication. 

Director  of  the  National 
Pharmaceutical  Association  Tim 
Astill  says:  "Patients  should  not 
be  deprived  of  a  uniquely 
therapeutically  effective  drug, 
such  as  cannabis,  just  because  it 
is  liable  to  abuse." 

Cannabis  is  reputed  to  offer 
pain  relief  in  conditions  such  as 
multiple  sclerosis,  arthritis  and 
terminal  illness  without  many  of 
the  side-effects  experienced  with 
conventional  analgesics. 

However,  lack  of  concrete 
clinical  evidence  makes  medical 
consensus  on  the  subject 
impossible  and  all  those  surveyed 
were  in  favour  of  supervised 
clinical  trials  to  assess  the  efficacy 
of  cannabis  as  a  therapeutic 
agent. 

Mr  Astill  commented  that  "as 
responsible  pharmacists  we  take 
the  view  that  abuse  of  drugs  is 
wrong  and  should  be  stopped". 


false  assumption  that  pharm- 
acists had  to  be  personally 
involved  in  every  P  medicine  sale. 

"The  report  contains  little  to 
suggest  that  pharmacists'  advice 
is  not  accessible,  it  was  simply  not 
accessed,"  says  Mr  Wood. 

He  hopes  that  the  report  will 
result  in  greater  consumer 
understanding  of  when  to  discuss 
their  symptoms  with  the  pharm- 
acist, rather  than  "asking  for  an 
advertised  medicine  by  name". 

National  Pharmaceutical  Ass- 
ociation director  Tim  Astill  says 
pharmacists  will  always  give 
advice  and  information  when 
necessary  or  when  asked,  and  the 
few  lapses  found  by  Which?  are 
regrettable.  He  points  out  that 
this  should  improve  with  the 
move  towards  medicine  sales 
protocols. 


Steroids  still 
a  problem 
in  sports 

The  number  of  positive  drug  tests 
in  sport  has  dropped  by  17  per 
cent  in  the  last  year,  from  48  to  |j 
41,  according  to  a  report  1 
published  by  the  Sports  Council.! 
Despite  this,  anabolic  steroids  | 
still  accounted  for  almost  50  peri 
cent   of  the   positive   results.  [ 

However,  Professor  Peter  Rad- 1 
ford,  chairman  of  the  Sports  | 
Council's  Drug  Abuse  Advisory  I 
Group,  believes  "elite  sport  is  I 
only  the  tip  of  the  iceberg  as  far  as  I 
steroid  abuse  is  concerned".  He  I 
hopes  to  eradicate  abuse  in  anl 
area  that  is  "of  such  high  profile  If 
in  the  public  eye". 

Although  positive  results  for 
stimulants  dropped  from  17  to 
11,  out  of  3,946  samples,  90  per 
cent  of  positive  tests  were  from 
samples  taken  in  competition. 


Cannabis  should  be  available  on 
prescription  say  top  medics 
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Independent 
distorts  rural 
dispensing 
debate 

The  National  Pharmaceutical 
Association  has  complained  to 
The  Independent  that  an  article 
on  May  26  gave  a  distorted 
picture  of  the  long-running 
battle  between  rural  doctors  and 
pharmacists. 

The  article  quotes  Dr  Paul 
Thomas,  who  has  a  rural  practice 
in  Suffolk,  as  saying  that  CPs 
should  be  able  to  sell  non- 
prescription medicines.  The  most 
frustrating  thing  about  night 
visits  is  a  rule  which  prevents  CPs 
selling  even  a  small  packet  of 
aspirin,  he  says.  Patients  have 
pleaded  with  him  to  sell 
treatments  privately  as  it  would 
save  their  carers  time  and 
travelling  costs  on  the  following 
day. 

He  adds  that  pharmacists  are 
allowed  to  sell  increasingly 
dangerous  drugs  with  almost  no 
consultation  and  less  control 
than  over  the  sale  of  alcohol. 

Dr  Thomas,  who  is  on  the 
committee  of  the  Dispensing 
Doctors'  Association,  goes  on  to 
question  whether  it  is  legal  or 
ethical  for  pharmacists  to  ignore 
prescription  forms  and  sell 
medicines  which  cost  less  than 
£4.75. 

The  NPA's  director,  Tim  Astill, 
is  quoted  as  saying  that  if  doctors 
were  allowed  to  sell  medicines,  it 
would  be  a  licence  to  print  money 
as  they  could  recommend  "all 
sorts  of  things"  and  insist  on 
patients  buying  them.  He  ex- 
plains that  the  NPA  frowns  on  the 
practice  of  young  assistants  just 
holding  up  medicines. 

In  his  letter  to  the  newspaper, 
published  on  Tuesday,  Mr  Astill 
says  the  report  was  "based  in  part 
on  extracts  from  a  lengthy 
telephone  conversation  with 
me".  He  makes  further  points, 
including  the  fact  that  there  are 
no  checks  on  doctor  dispensing 
and  that  doctors  are  paid  more 
than  pharmacists  for  dispensing, 
therefore  it  is,  he  says,  "hardly 
surprising  that  dispensing  doc- 
tors write  17  per  cent  more 
prescriptions  than  their  non- 
dispensing  colleagues". 

Mr  Astill  points  out  that  in 
Scotland  there  is  harmony 
between  the  medical  and  pharm- 
aceutical professions;  dispensing 
doctors  receive  no  extra  reward 
and  rural  pharmacies  can  thrive. 
Doctors  get  emergency  supplies 
of  medicines  by  writing  a  special 
NHS  prescription  for  their  own 
use,  a  facility  which  is  not 
available  in  either  England  or 
Wales. 

Mr  AstiU's  original  letter 
mentioned  that  much  dispensing 
in  doctors'  surgeries  was  done  by 
untrained  people,  but  this  com- 
ment was  not  published. 


Another  first  for  B 


Barnet  pharmacists  have  set  up  a 
forum  to  develop  services  and 
make  a  case  for  their  share  of 
local  budgets. 

The  aim  is  "to  promote  and 
enhance  the  development  of 
community  pharmacy  in  Barnet 
and  provide  a  more  powerful 
voice  for  community  pharmacists 
in  the  Health  Agency". 

Education  and  training  of 
pharmacists  and  their  staff,  and 
the  promotion  of  inter-pro- 
fessional liaison  with  the  primary 
and  secondary  health  care  teams 
also  come  under  the  forum's 
remit. 

Membership  is  open  to  all 
contractors  with  premises  with 
addresses  in  the  London  Borough 
of  Barnet,  together  with  em- 
ployee pharmacists  and  locums. 
Co-opted  members  include  the 
FHSA  pharmaceutical  adviser, 
the  RPSGB  branch  secretary  and 
the  secretary  of  the  LPC. 

Mike  Beaman,  Barnet  FHSA 
pharmaceutical  adviser,  and  Ad- 
rian Korsner,  LPC  chairman, 
co-chaired  the  inaugural  meeting 
of  the  Barnet  Community  Phar- 
macy Forum  last  week. 

Mr  Korsner  told  his  audience 
of  about  30  pharmacists:  "It's 


your  opportunity  to  reach  those 
people  above  you  who  are  holding 
the  practice  of  your  profession  in 
their  hands." 

Tlie  forum  gave  them  a  chance 
to  unite,  carry  the  profession 
forward  and  influence  what 
would  happen  to  patients,  he  said. 
As  the  FHSA  and  district  health 
authority  merged  to  form  the 
Health  Agency,  there  was  a  need 
for  a  body  to  represent  com- 
munity pharmacists. 

The  forum  is  believed  to  be  a 
first  for  pharmacy  and  will  be 
funded  by  the  FHSA. 

The  meeting  discussed  ideas 
for  developing  pharmaceutical 
services  using  funds  from  local 
budgets.  These  included: 

•  Training  of  carers  in  the  use  of 
medicines 

•  The  reviewing  of  patients' 
medication 

•  Helping  the  disabled  gain 
better  access  to  pharmacies  and 
renting  space  to  local  agencies  for 
stocking  aids  for  the  disabled 

•  Locum  fees  to  cover  for 
pharmacists  who  are  out  pro- 
viding domiciliary  services 

•  Health  promotion  to  schools 

•  Management  of  non-compliant 
patients. 
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Win  a  "Golden  Memories 
£2r000  holiday  with  Kodak 

are  offering  pharmacy 


Kodal 

assistants  the  chance  to  win  a 
£2,000  holiday  and  Kodak  Star 
camera  kits  in  a  "Golden 
Memories"  competition,  that 
was  launched  in  last  week's  Over 
the  Counter  supplement. 

Some  3,000  Kodak  Gold  400 
ASA  films  are  available  to  your 
staff,  if  they  enter  now  and 
capture  their  golden  moments 
before  the  closing  date  on 
September  12. 

So  dig  out  and  pass  on  OTC 
along  with  the  entry  forms. 
Additional  forms  for  staff  are 
available  from  Kodak  direct  or 
from  C&D  —  phone  editorial 
secretarv  Jan  Powis  on  0732 
364422  ext  2487. 


Veterinary  medicines 


Proposed  amendments  to  the 
regulations  governing  veterinary 
medicines  have  been  put  out  to 
consultation. 

The  first  amendment  would 
prohibit  the  administration  of 
unlicensed  veterinary  medical 
products;  impose  a  record- 
keeping requirement  on  practit- 
ioners prescribing  unlicensed 
medicines  for  food-producing 
animals;  and  introduce  the 
current  standard  minimum 
withdrawal  period  to  law. 

The  second  would  allow  vet- 
erinary surgeons  living  in  an- 
other European  member  state, 
whose  practices  extend  into  the 


UK,  to  import  and  supply  small 
quantities  of  certain  veterinary 
medicines  which  are  not  licensed 
in  the  UK,  provided  they  are 
licensed  in  their  member  state. 

Comments  to  the  Ministry  of 
Agriculture,  Fisheries  and  Food 
by  June  22  (tel:  071-270  8419). 
•  The  Veterinary  Medicines  Dir- 
ectorate is  seeking  comments  on 
draft  Regulations  on  a  provisional 
licensing  scheme  which  will 
allow  new  veterinary  medicines 
to  be  made  available  more  quickly 
in  emergencies  —  in  writing  by 
July  5  to  Miss  Lorna  Gray,  VMD, 
Woodham  Lane,  New  Haw, 
Addlestone,  Surrey  KT15  3NB. 
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Baroness  Miller  of  Hendon,  the 
chairman  of  Barnet  FHSA,  paid  a 
fleeting  visit  between 
Parliamentary  meetings  in  London 
to  wish  the  Forum  every  success. 
She  thanked  those  pharmacists 
who  participated  in  the  High  Street 
Health  campaign  for  "putting 
Barnet  on  the  map",  as  far  as  her 
Parliamentary  colleagues  were 
concerned 


Plymouth 
Boots  again 
a  target 

The  Animal  Liberation  Front  has 
targeted  more  Boots'  stores  in 
Plymouth,  following  the  defusing 
of  an  incendiary  device  in  one 
branch  earlier  in  the  month 
{C&D  May  21,  p840). 

The  New  George  Street  and 
also  the  Lower  New  George  Street 
branches  had  12  windows  broken 
and  glue  poured  into  the  locks  on 
May  14.  A  third  Plymouth  branch 
escaped  damage.  Both  stores 
were  able  to  open  for  trading  as 
normal. 

Although  the  ALF  has  admitted 
responsibility,  no  one  has  been 
caught  in  connection  with  the 
incidents. 

Sharpe 
investigates 

Chairman  of  the  Pharmaceutical 
Services  Negotiating  Committee 
David  Sharpe  has  announced  he 
intends  to  discover  what  is 
happening  locally  at  LPC  level 
within  the  profession. 

Mr  Sharpe  points  out  that  the 
Department  of  Health  has  backed 
off  from  handing  20  per  cent  of 
the  global  sum  to  family  health 
services  authorities. 

"Devolvement  [to  FHSAs]  will 
occur  and  I  want  to  take 
advantage  of  this  period  to  hear 
what  is  happening,"  he  says. 
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NPA  irritated  over 
Zantac  '10  for  9'  offer 


The  National  Pharmaceutical 
Association  is  writing  to  Glaxo 
Pharmaceuticals,  expressing  its 
irritation  at  the  way  in  which 
members  have  been  misled  by  the 
company's  "ten  for  nine"  Zantac 
promotion. 

Nowhere  does  the  company 
point  out  that  the  promotion  is 
outside  the  current  discount 
scheme.  If  members  participate 
in  the  promotion  they  will  save 
considerably  less  than  the  £27.89 
promised  by  Glaxo. 

The  matter  was  aired  at  the 
May  Board  meeting,  along  with 
the  following: 

Private  prescriptions:  the  NPA 

Board  is  uneasy  that  some 
pharmacists  might  be  under- 
valuing their  services  when 
pricing  private  prescriptions, 
particularly  those  for  the  cheaper 
generics.  Such  scripts  are  be- 
coming more  common,  now  that 
CPs  are  trying  to  cut  their  NHS 
drugs'  bill. 

The  Board  is  anxious  that 
members  should  build  a  proper 
professional  fee  into  their  pricing 
structure.  By  quoting  a  price 
based  solely  on  cost,  pharmacists 
will  ultimately  undermine  their 
professional  status,  and  the 
efforts  of  the  Royal  Pharm- 
aceutical Society,  the  NPA  and 


the  PSNC  to  secure  professional 
and  financial  recognition  of  their 
integral  role  in  the  NHS. 
Car  boot  sales:  The  NPA  is 
contacting  other  trade  and  pro- 
fessional groups  to  ask  whether 
they  have  any  evidence  of 
medicines  being  sold  at  boot 
sales,  before  approaching  Gov- 
ernment departments  in  order  to 
press  for  registration  and  tighter 
control  of  commercial  car  boot 
sales. 

Daily  dispensing:  some  Board 
members  have  noted  a  steady  rise 
in  the  number  of  scripts  they 
receive  for  relatively  large 
quantities  of  methadone,  seem- 
ingly an  addict's  weekly  supply. 
There  is  concern  that  some 
doctors  might  be  unaware  that 
the  weekly  supply  can  be 
dispensed  in  daily  doses.  If 
pharmacists  have  any  doubts 
about  dispensing  large  quantities 
of  methadone  to  addicts,  they 
should  write  to  the  prescribers 
reminding  them  about  the  daily 
dose  procedure. 

Medicine  leaflets  and  labelling: 

There  is  concern  that  patients  do 
not  always  receive  all  the  written 
information  they  should  about 
their  prescribed  medicines.  The 
Board  is  to  press  manufacturers 
to  supply  sufficient  leaflets  with 


Halcion  libel  case  settled 


Scottish  professor  Ian  Oswald  has 
been  ordered  to  pay  American 
pharmaceutical  group  Upjohn 
£25,000  libel  damages  over 
claims  that  the  company  covered 
up  the  allegedly  harmful  effects  of 
its  top-selling  hypnotic  product, 
Halcion. 

Mr  Justice  May  also  ordered 
him  to  pay  £75,000  comp- 
ensation to  Upjohn  executive  Dr 
Royston  Drucker,  who  he  wrong- 
ly accused  of  "lying"  to  drug 
regulatory  bodies. 

But  Professor  Oswald  was 
awarded  the  sum  of  £50,000 
damages  against  Upjohn,  who 
published  false  and  defamatory 
allegations  about  him. 

Upjohn  were  also  awarded 
£60,000  libel  damages  against  the 
BBC,  who  aired  Professor  Os- 
wald's views  on  a  "Panorama" 
programme. 

Mr  Justice  May  made  his 
rulings  in  a  295-page  judgment 
after  a  trial  which  lasted  months. 

Both  Upjohn  and  Professor 
Oswald  claimed  victory  outside 
court  after  the  marathon  trial. 

Upjohn  commented  that  the 
court  had  "rejected  charges  of 
dishonesty  levelled  by  the  BBC 
and  by  one  of  the  company's  most 
vocal  critics". 

Upjohn's   president.   Ley  S. 


Smith,  said:  "This  is  a  resounding 
victory  for  people  who  rely  on 
Upjohn's  products.  Upjohn  put 
nothing  ahead  of  the  welfare  of 
the  patients  who  use  our 
medicines. 

"On  the  central  issue  of 
integrity,  Upjohn  were  vindic- 
ated. Our  intent  in  bringing  this 
suit  was  to  seek  vindication  for 
the  company  and  our  employees, 
not  monetary  gain.  Upjohn  will 
donate  their  damages  award  to 
two  international  charities:  Save 
the  Children  and  Help  the  Aged." 

But  Mr  David  Hooper,  Pro- 
fessor Oswald's  solicitor,  said  that 
the  professor,  too,  had  been 
"vindicated". 

"The  real  issue  is  between 
Upjohn  and  Professor  Oswald  and 
in  that  he  has  been  successful.  He 
was  awarded  £50,000,  twice  that 
which  Upjohn  was  awarded 
against  him,"  commented  Mr 
Hooper. 

Professor  Oswald  said  that  his 
legal  bills  were  covered  by  the 
Medical  Defence  Union  and  the 
£50,000  damages  bill  would  not 
cause  him  to  sell  his  home  or 
suffer  undue  financial  hardship. 

Mr  Justice  May  ordered  that 
the  massive  legal  costs  of  each  of 
the  three  libel  actions  be  paid  by 
the  losing  parties. 


their  products  so  that,  even 
where  pharmacists  break  bulk  to 
dispense,  each  patient  can  receive 
a  leaflet.  In  the  meantime, 
pharmacists  are  reminded  not  to 
obscure  vital  information  printed 
on  original  packs,  and  to  make 
sure  that  patients  understand  all 
they  need  to  know  about  their 
medicines  before  they  leave  the 
pharmacy. 

Certificates  for  care  workers:  the 

NPA  is  to  provide  certificates  for 
care  workers  who  receive  train- 
ing in  medicines  from  NPA 
members  using  the  pack  dev- 
eloped for  the  purpose.  As 
residential  homes  are  increas- 
ingly being  asked  to  provide 
evidence  that  their  staff  are 
working  towards  a  National 
Vocational  Qualification  in  care, 
pharmacists  should  issue  cert- 
ificates to  all  of  their  assistants 
who  have  attended  training 
sessions. 

NVQ  for  dispensing  technicians: 

the  training  sub-committee  is  to 
help  assess  the  units  and 
procedures  prepared  for  the  new 
vocational  qualification  for  dis- 
pensing technicians.  More  NPA 
members  are  being  sought  to  give 
their  comments  on  the  new 
course  materials. 
New  branch  secretaries:  three 
new  NPA  secretaries  have  been 
appointed: 

•  North  Metropolitan  Branch: 
Mr  Spivak,  204  Essex  Road, 
London  Nl  3AP. 

•  York  City:  Mr  C.  D.  Brack,  C&A 
Brack  Chemists,  57  Millfields 
Lane,  Nether  Popplelow,  York. 

•  Wigan:  Mr  J.  C.  Blundell,  8 
Worsley  Mesnes  Drives,  Wigan. 

Vacancies  remain  for  branch 
secretaries  in  the  West  Midlands 
Branch  and  the  Reigate,  Redhill 
&  District  Branch. 


DoH  clears 
Boots  TOM 
to  P'  adverts 

The  Department  of  Health  has 
condoned  Boots  the  Chemists' 
series  of  advertisements  for  newly 
deregulated  drugs  appearing  in  | 
the  national  Press,  which  high- 
light their  availability  in  Boots' 
stores. 

In  response  to  a  written 
question  put  forward  by  Labour 
MP  Jimmy  Dunnachie  during 
Commons  questions,  the  Health 
Minister  Tom  Sackville  com- 
mented: "The  naming  of  retail 
outlets  in  advertisements  for 
over-the-counter  medicines  is  a 
matter  of  commercial  judgment 
for  the  [pharmaceutical]  com- 
pany concerned." 

He  confirmed  that  pharmaceut- 
ical companies  can  continue  to 
advertise  in  this  manner.  However, 
the  advertisements  are  placed  by 
Boots  with  the  manufacturers' 
permission. 

Plymouth 
campaign  on 
paracetamol 

Devon  County  Council  is  drawing 
up  a  code  of  practice  for  retailers 
on  the  control  and  safe  use  of 
paracetamol.  The  council  wants 
to  see  improved  labelling  res- 
trictions on  the  number  of 
packets  sold  on  any  one  occasion, 
and  a  ban  on  sales  to  people  under 
16  years  of  age. 

According  to  a  report  in  the 
Western  Morning  News,  the 
Plymouth  Paracetamol  Action 
Group  has  lobbied  for  sales  to  be;; 
restricted  to  pharmacies  but  this 
was  rejected  by  the  city  council 
The  council  is  also  investigating 
the  promotion  of  the  safe  use  of 
paracetamol  to  heighten  the 
general  public's  awareness  of  the 
dangers. 


Restoration  bid  premature 


One  of  three  Bradford  pharm- 
acists struck  off  after  being  given 
suspended  jail  sentences  for 
supplying  methadone  tablets  and 
other  drugs  to  addicts  in  a 
run-down  area  failed  in  a  bid  to  be 
restored  to  the  Register  in  May. 

Shahid  Amin,  37,  of  39 
Leyburn  Grove,  Shipley,  Brad- 
ford, together  with  two  others, 
was  struck  off  on  February  24  last 
year  by  the  Statutory  Committee 
of  the  Royal  Pharmaceutical 
Society.  They  had  pleaded  guilty 
at  Leeds  Crown  Court  on 
September  4,  1991,  to  15  charges 
of  supplying  drugs  and  one  of 
false  accounting.  Amin  had  been 
sentenced  to  15  months'  im- 
prisonment suspended  for  two 
years  and  ordered  to  pay  £500 
costs. 


Asking  to  be  restored,  Mr  Amin 
apologised  to  the  Society  for 
damaging  its  reputation.  By  way 
of  explanation,  he  said  he  had  a 
lot  of  financial  difficulties,  his 
wife  could  not  work  and  he  was 
trying  to  support  his  parents  who 
are  registered  disabled.  "If  I  can 
return  to  pharmacy,  I  can  support 
them." 

Announcing  the  Committee's 
decision,  chairman  Gary  Flather 
QC  told  Mr  Amin:  "The  Com- 
mittee has  carefully  considered 
the  application,  but  the  offence 
which  brought  you  before  the 
Committee  was  very  serious  and 
only  12  months  have  gone  by 
since  you  were  last  here.  That  is 
too  short  a  time  and  this 
application  is  made  prematurely. 
It  is  not  granted." 


930 


Chemist  &  Druggist  4  JUNE  1 994 


Active  Ingredient:  Mepyramine  Maleate  2%  w/w  •  Indication:  Symptomatic  relief  of  insect  stings  and  bites,  and  nettle  rash  •  Dosage  -  Adults,  Elderly  and 

lildren:  Apply  topically  two  or  three  times  a  day  for  up  to  three  days  to  the  affected  parts.  Early  application  is  essential  to  obtain  the  best  response 
Contra-indications:  Do  not  use  in  eczematous  conditions  or  on  extensively  broken  skin  •  Precautions:  Repeated  application  for  periods  longer  than  a  few  days  is  not 
commended  and  treatment  should  discontinue  immediately  if  skin  sensitisation  occurs  •  Side  Effects:  Rarely,  skin  sensitisation  •  Presentation: 
;f  white  cream  in  25g  tubes.  Price  £2.59  •  Legal  Category:  P  Product  Licence  No.  PL0012/5103R  May  and  Baker  Ltd,  Dagenham,  Essex,  RM10  7XS 


HELPING  YOU  BUILD  YOUR  BUSINESS  THROUGHOUT  THE  YEAR. 


Did  you  know  that  over  £1.2  billion 
worth  of  OTC  medicines  were  sold  last 
year?  And  that  £468  million  of  those  sales 
were  pharmacy-only  medicines? 

In  fact,  pharmacy 
only  medicines 
represent  one 
of  the  biggest 
growth  areas 
ever  for  pharmacy 

Which  is  why  we've 
just   launched   a  major 
new  initiative  to  help  you  cash  in  on  their 
increasing  importance. 

From  May  1st,  we've  switched  all 
pharmacy-only  medicines  from  our  counter 
service  to  our  medical  service. 

So  not  only  will  you  benefit  from  twice- 


daily  deliveries  —  enabling  rapid  response 
to  customer  demand,  reducing  stock 
holding  and  ensuring  fewer  out-of-stocks  - 
you'll  also  enjoy  full  medical  discounts, 

even  on  singles. 

What's  more,  your 


turnover  on 
pharmacy-only 
medicines  will 
count  towards 
medical  thresholds, 
maximising  your  pharmacy's  profit 
even  further. 

Increased  deliveries  and  increased  profits 
on  pharmacy-only  medicines  —  it's  just  another 
example  of  our  continuing  commitment 
to  provide  our  customers  with  the  very  best 
service  available. 


UniChem 


UniChem  PLC,  UniChem  House,  Cox  Lane,  Chessington,  Surrey  KT9  1SN.  Telephone:  081-391  2323. 


Northern  Ireland  Notebook 


Registering 
registration 
concern 

Terry  Maguire,  in  a  recent  article 
in  the  Pharmaceutical  Journal, 
proposed  that  patients  should  be 
registered  with  the  pharmacy  of 
their  choice  which  would  then  he 
contracted  to  provide  them  with 
"pharmaceutical  care".  But  pat- 
ients would  remain  free  to  have 
prescriptions  dispensed  at  any 
pharmacy.  For  doing  this,  the 
pharmacy  should  receive  a  pay- 
ment as  this  service  would  be 
additional  to  dispensing. 

I  regard  myself  as  forward- 
looking  and,  in  the  main,  I 
support  greater  pharmacist  in- 
volvement in  patient  care.  In  fact, 
I  provide  a  service  that  goes  far 
beyond  what  I  am  paid  for  either 
via  practice  allowance  or  pre- 
scription fee.  However,  Dr  Ma- 
guire's  proposal  leaves  a  number 
of  questions  unanswered.  Will  all, 
or  only  chronically  ill,  patients  be 
registered  in  his  scheme?  What 
will  "pharmaceutical  care"  en- 
tail? How  will  I  record  medicines 
dispensed  at  other  pharmacies  for 
patients  registered  with  me? 

How  many 
residential  homes 
are  registered  with 
Boots? 

Registration  just  for  the  sake  of 
it,  or  to  be  more  like  CPs,  will 
change  nothing  except  the  way 
we  entice  patients  to  use  our 
service.  I  can  just  see  it  now,  the 
local  and  national  multiples 
jockeying  for  position,  thinking 
of  every  possible  inducement  to 
entice  patients  to  register  with 
them.  "Free  delivery  of  your 
medicines  if  registered!"  or  "A  10 
per  cent  discount  card  if  reg- 
istered here!".  The  multiples 
would  ensure  that  those  regis- 
tered with  them  would  not  have 
medicines  dispensed  elsewhere. 

Consider  the  supply  of  medi- 
cines to  residential  homes.  The 
multiples,  using  the  ploy  of 
registration,  have  scooped  up  this 
dispensing  business,  but  how 
many  residential  homes  are  re- 
gistered with  Boots? 

Lack  of  funding  would  mean 
that  the  global  sum  bears  the  cost 
of  a  patient  registration  scheme. 
It  will  burden  us  with  increased 
responsibility,  both  contractual 
and  legal,  which  will  result  in  an 
increased  workload  and  the 
prospect  of  disciplinary  action  for 
poor  performance.  Of  course,  the 
four  area  health  boards  would 
favour  patient  registration,  since 
it  would  provide  them  with  a  stick 
with  which  to  beat  us. 

Written  by  a  practising  Northern 
Ireland  community  pharmacist. 


What  is 

verifiable 

research? 

I  am  constantly  being  told  that 
my  claims  for  improved 
remuneration  must  be  based 
on  verifiable  research,  and  this 
was  yet  again  reiterated  by 
David  Sharpe  at  the  National 
Pharmaceutical  Association's 
regional  dinner  in  Birmingham 
(C&D  May  28,  p886). 

Quite  how  I  am  supposed  to 
scientifically  establish  the 
financial  value  of 
improvements  in  patients' 
welfare  caused  by  my 
intervention  I  do  not  know,  but 
what  I  do  know  is  that  the  call 
on  my  time  by  patients  seeking 
ever  more  detailed  health 
advice  is  constantly  increasing. 

I  may  be  suffering  from 
middle-aged  cynicism,  but  I 
cannot  see  myself  being  paid 
any  extra  for  improved  services 
even  if  they  are  proved 
scientifically  to  be  financially 
beneficial.  This  Government 
has  no  intention  of  providing 
community  pharmacy  with 
improved  resources  and  the 


quicker  we  realise  this  the 
better. 

I  hear  what  you  say,  David, 
and  sympathise  with  you  and 
PSNC  in  your  impotence,  hut 
my  future  now  lies  in 
marketing  my  professional 
skills  to  my  customers.  They, 
by  dipping  into  their  purses  in 
gratitude,  will  do  more  to 
ensure  the  survival  of 
community  pharmacy  than  all 
those  ministerial  platitudes  I 
am  so  tired  of  hearing. 

Having  cake 
and  eating 
it,  too 

Some  manufacturers  all  too 
often  want  to  have  their  cake 
and  eat  it,  and  Proctor  & 
Gamble  are  no  exception. 
Having  doubled  my  stock  level 
of  Regulan  by  discontinuing 
the  old  single  flavour 
formulation  in  favour  of  a  new, 
improved  product  in  two 
flavours,  they  have  now  made 
the  discovery  that  some 
patients  prefer  the  original! 

Nervous  of  losing  any  more 
business  to  their  competitors, 
they  have  now  decided  to 
re-introduce  the  original,  but 
recommend  that  we  only 
obtain  it  from  wholesalers  on 
demand,  since  all  new  patients 
will  prefer  the  improved 
formulations. 

The  net  result  of  all  these 
shenanigans  is  that  I  now  have 
to  stock  three  times  the 
amount  of  Regulan  that  I  used 
to  in  order  to  satisfy  the  same 
number  of  prescriptions.  As  for 
ordering  from  wholesale  on 
demand?  Who  do  they  think 
they  are  kidding?  Certainly  not 
me  and  certainly  not  the 
patients  who  will  quickly  take 
their  business  elsewhere! 

Technological 
revolution 

I  was  amazed  to  learn  that  a 
revolution  in  the  practice  of 
pharmacy  has  been  occurring 
in  Nottinghamshire,  but  it 
needed  an  award  by  British 
Telecom  to  bring  this  to  the 
attention  of  the  rest  of  us 
(C&D  May  28,  p922). 


For  ten  years,  Philip  Dwyer 
has  been  using  fax  technology 
to  provide  and  develop 
pharmaceutical  services  to 
outlying  villages.  It  seems  that 
this  service  has  been 
successfully  established  by 
targeting  patients  who  are 
presently  not  served  by  either 
dispensing  doctors  or  a  local 
pharmacy  but,  nevertheless,  its 
success  must  provide  lessons 
for  us  all. 

Fur  years,  community 
pharmacists  have  complained 
that  the  range  of  services  they 
are  able  to  offer  is  restricted  by 
the  requirement  of  then- 
physical  presence  in  the 
pharmacy.  The  fax  machine 
may  hold  the  key  to  the 
resolving  of  this  dilemma  and, 
as  Philip  Dwyer  has  so 
brilliantly  demonstrated,  allow 
pharmaceutical  services  to  be 
offered  to  distant  communities 
while  allowing  pharmacists  to 
fulfil  their  legal  obligations. 

With  this  success  the  demise 
of  the  dispensing  doctor  may 
also  have  been  brought  one 
step  closer.  Patients  isolated  in 
distant  communities  can  no 
longer  be  used  as  a  valid  reason 
for  the  continuation  of 
anachronistic  doctor 
dispensing. 

But  isolation  does  not  just 
occur  in  rural  communities.  It 
also  exists  and  flourishes  in 
many  of  the  concrete  jungles  of 
urban  Britain.  These  are  areas 
where  pharmaceutical  services 
to  the  disadvantaged  are 
particularly  poor,  but  with  the 
vision  and  initiative  that  Philip 
has  demonstrated  they  could 
be  developed  to  the  advantage 
of  both  patient  and  profession. 

Colourcare 

uncertainty 

resolved 

At  last  the  uncertainty  over 
Colourcare  has  been  resolved 
(C&D  May  28  p912).  I  have 
been  a  customer  for  many 
years,  having  previously  made 
the  rounds  of  many 
photo-processors,  so  I  was 
particularly  pleased  that  the 
business  is  to  remain 
independent. 

It  is  a  sign  of  the  times  that 
London  International  are,  in 
effect,  giving  the  company 
away,  but  with  a  management 
which  has  a  personal  interest 
in  the  business  I  am  sure  their 
already  excellent  reputation 
can  only  be  improved. 


Topical 

REFLECTIONS 
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Sariptspecials 


New  non-depolarising 
neuromuscular  blocker 


Esmeron  (rocuronium  bromide) 
is  a  new,  rapid  onset,  non-depol- 
arising neuromuscular  blocking 
agent  from  Organon  Teknika.  It  is 
indicated  as  an  adjunct  to  general 
anaesthesia  to  facilitate  endo- 
tracheal intubation,  to  provide 
skeletal  muscle  relaxation  and  to 
facilitate  mechanical  ventilation. 

The  company  says  the  most 
notable  feature  of  Esmeron  is  its 
rapid  onset  —  approximately 
twice  as  fast  as  vecuronium 
bromide  or  atracurium  besyiate 
at  equipotent  doses. 

A  dose  of  0.6mg/kg  is  said  to 


produce  clinically  acceptable 
intubation  conditions  in  60 
seconds  for  nearly  all  patients. 
General  muscle  paralysis,  ade- 
quate for  any  type  of  surgery, 
occurs  well  within  two  minutes. 

The  clinical  duration  with  this 
dose  is  30-40  minutes  and  is 
similar  to  vecuronium  bromide. 
The  total  duration  is  50  minutes. 
As  with  vecuronium  bromide,  the 
duration  of  action  is  dose 
dependent. 

The  mean  recovery  index  after 
this  dosage  is  14  minutes, 
although  this  can  be  significantly 


Medical  Matters 


HRT  compliance  counselling 


Poor  counselling  may  be  the 
reason  why  many  women  dis- 
continue hormone  replacement 
therapy  (HRT)  within  the  first 
year,  and  sometimes  the  first 
month,  of  treatment. 

Speaking  at  a  Royal  College  of 
Physicians  conference,  Margaret 
Rees,  a  specialist  in  medical 
gynaecology,  said:  "A  lot  of 
women  say  if  they  had  known 
what  to  expect  they  would  have 
carried  on  HRT  treatment." 

Counselling  to  explain  the 
risks,  benefits  and  duration  of 
treatment  is  important,  said  Ms 
Rees.  She  pointed  out  that  many 
of  the  side-effects,  such  as  breast 
tenderness  and  bloating,  usually 
disappear  within  three  months, 
while  hot  flushes  can  go  within 


one  month  of  starting  treatment. 

Also,  while  80  per  cent  of 
women  know  that  HRT  reduces 
hot  flushes  and  75  per  cent  know 
that  it  helps  osteoporosis,  only  10 
per  cent  are  aware  of  its  benefits 
in  cardiovascular  disease. 

Another  speaker  at  the  Novo 
Nordisk-supported  conference, 
Professor  Thomas  Meade,  said 
that  HRT  treatment  with  both 
progestogen  and  oestrogen 
(PORT)  may  be  more  effective 
than  oestrogen  alone  (ORT)  in 
reducing  cardiovascular  disease 
and  stroke. 

A  MRC  trial  revealed  that  PORT 
reduced  total  serum  cholesterol 
more  than  ORT.  The  latter  also 
increased  triglyceride  levels  while 
PORT  had  no  effect. 


Budesonide  for  Crohn's 


Budesonide,  the  topical  treatment 
used  in  asthma,  could  soon  be  the 
standard  treatment  for  Crohn's 
disease. 

A  large  multi-centre  trial  pre- 
sented to  the  American  Gastro- 
enterology Association  meeting 
has  shown  an  oral  version  of  the 
drug  prolongs  remission  time 
threefold  in  sufferers  from 
Crohn's  disease  with  significantly 
fewer  of  the  systemic  side-effects 
associated  with  prednisolone. 

Budesonide  is  to  be  marketed 
as  controlled  ileal  release  (CIR) 
Entocort  capsules  for  acute  and 
maintenance  therapy  and  could 
be  available  here  in  18  months. 

A  12-month  multi-centre  inter- 
national study  compared  the 
effects  of  two  doses  of  budesonide 


CIR  6mg  and  3mg  with  placebo  in 
90  patients  who  had  achieved 
remission  after  10  weeks'  treat- 
ment with  either  prednisolone  or 
budesonide. 

Patients  on  the  6mg  dose  had  a 
median  time  to  relapse  of  258 
days  compared  with  139  for  the 
3mg  group  and  92  days  for  the 
placebo  group.  The  differences 
between  all  three  groups  were 
significant. 

Mild  corticosteroid  side-effects 
seen  in  two  patients  were  related 
to  previous  prednisolone  treat- 
ment. Only  minor  systemic  side- 
effects  were  seen  in  the  patients 
treated  with  budesonide  CIR. 

An  enema  formulation  of 
budesonide  for  ulcerative  colitis 
is  already  available  in  Europe. 


reduced  with  the  use  of  reversal 
agents.  The  recommended  main- 
tenance dose  is  0.15mg  Esmeron 
per  kg  body  weight. 

Esmeron  is  said  to  be  virtually 
free  from  cardiovascular  changes. 
Doses  of  0.6-0. 9mg/kg  may  show 
small  changes  in  heart  rate  or 
arterial  pressure,  but  these  are 
not  of  clinical  significance. 

Esmeron  is  available  in  two 
ampoule  presentations:  50mg  in 
5ml  aqueous  solution  (12,  £64) 
and  lOOmg  in  10ml  aqueous 
solution  (10,  £106.70).  Organon 
Teknika  Ltd.  Tel:  0223  423650. 


GTN  —  no 
'prem'  births 

Glyceryl  trinitrate  (GTN)  patches 
could  make  a  major  contribution 
to  the  management  of  pre-term 
labour,  says  a  study  in  The  Lancet 
this  week. 

A  study  carried  out  at  King's 
College  Hospital,  London,  looked 
at  the  effect  of  GTN  patches  on 
uterine  contractions  and  prolon- 
gation of  pregnancy  in  13  women 
admitted  in  pre-term  labour. 

On  admission  to  the  hospital 
with  painful  uterine  contrac- 
tions, one  Deponit  10  patch, 
which  delivers  lOmg  GTN  trans- 
dermally,  was  applied  to  the 
woman's  abdomen. 

If  uterine  contractions  con- 
tinued, another  patch  was  applied 
after  one  hour  and  the  patches 
were  replaced  after  24  hours.  The 
treatment  was  continued  until 
contractions  had  completely 
subsided,  usually  within  a  period 
of  24-48  hours. 

All  20  episodes  of  pre-term 
labour  responded  to  the  treat- 
ment and  the  mean  prolongation 
of  pregnancy  was  34  days.  The 
mother's  blood  pressure  and 
heart  rate,  and  the  foetal  heart 
rate  were  not  affected  by  the  GTN. 
The  patches  were  generally  well 
tolerated,  but  headache  was 
reported  by  one-third  of  patients. 

One  delivery  occurred  despite 
GTN  treatment  and  cessation  of 
uterine  contractions,  but  this  was 
in  a  woman  with  known  cervical 
incompetence. 

GTN  patches  have  a  rapid  and 
effective  action,  are  easy  to  use, 
with  a  good  safety  profile  in  the 
prevention  of  premature  births. 


Medicern  chart 


The  Medicern  12  week  long  stay 
medicine  administration  record 
chart  is  an  alternative  method  of 
recording  drugs  received, 
prescribed  and  administered, 
when  a  computer-based  system  is 
unavailable.  The  manufacturer 
says  the  system  is  particularly 
suitable  for  long-stay  homes  and 
hostels,  and  only  costs  £2.28  per 
patient  per  year.  MBF  Business 
Forms  Ltd.  Tel:  0602  813786. 

Codalax  Forte  up 

Napp  say,  with  effect  from  June  1, 
the  trade  prices  of  strong 
co-danthramer  suspensions 
(Codalax  Forte)  are  increasing. 
The  price  of  300ml  goes  up  from 
£21.25  to  £28.69,  and  one  litre 
from  £70.80  to  £95.98.  Napp 
Laboratories.  Tel:  0223  424444. 

Kabiglobulin 

Pharmacia  say  the  supply  problem 
with  Kabiglobulin  (intramuscular 
human  normal  immunoglobulin) 
is  likely  to  continue  for  the 
foreseeable  future  as  there  is  a 
shortage  of  raw  material. 
Pharmacia  Ltd.  Tel:  0908 
661101. 

Epipen  from  Idis 

Epipen  (syringe  of  adrenaline  for 
self-injection)  can  also  be 
obtained  from  Idis  World 
Medicines  who  specialise  in 
sourcing  and  supplying  medicines 
from  around  the  world  on  a 
named-patient  basis.  Idis  World 
Medicines.  Tel:  081-549  1355. 

Stilnoct  launch 

Stilnoct  (Zolpidem  hemitartrate), 
a  new  hypnotic  from  Lorex,  is 
now  available  (See  Script  Specials 
May  14,  p798).  It  is  presented  in 
blister  packs  of  28  x  5mg  (£3.36). 
Lorex  Pharmaceuticals  Ltd.  Tel: 
0628  488011. 

Midrid  capsules 

Shire  Pharmaceuticals  advise 
pharmacists  that  azodyes  have 
been  removed  from  Midrid 
capsules  shells.  The  capsule 
colour  (scarlet)  is  unchanged,  but 
it  now  carries  the  the  company 
logo,  SP,  and  code  number  MOl 
in  black  to  aid  identification.  The 
new  capsules  will  be  appearing  in 
two  to  four  weeks.  Shire 
Pharmaceuticals  Ltd.  Tel:  0264 
333455. 

Merieux  DTP  vaccine 

The  Merieux  diphtheria/tetanus/ 
pertussis  vaccine  is  the  first  DTP 
vaccine  available  in  pre-filled 
syringes  and  is  now  obtainable  on 
the  centra!  contract  for  childhood 
vaccines.  The  price,  which  has 
been  negotiated  by  the  DoH  with 
Merieux,  makes  it  less  costly  than 
using  ampoules  with  separate 
needles  and  syringes.  Merieux  UK 
Ltd.  Tel:  0628  785291. 
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IT  PAYS  TO  DISPLAY 


Self-selection  display  in 
pharmacy  increases  sales.  An 
N.P.A.  study  in  1993  showed 
an  increase  of  12.4%.  Over 
an  8-month  trial  period,  sales 
of  Oilatum  soap  increased 
by  200%. 


We're  spending  £300,000 
on  national  press  advertising 
this  Spring  to  stimulate 
demand  -  so  now's  the 
time  to  display  the 
Oilatum  range. 


The  all  over  dry  skin  choic 


For  further  information  write  to: 
S&efel  Laboratories  (UK)  Ltd.,  Holtspur  Lane, 
Woobum  Green,  High  Wycombe,  Bucks.  HP10  OAU. 

Research  in  Dermatology    ®  Registered  trademark  May  1994  OLAD4063UK 


1QQ/I  Intercare  built  the  OTC  hayfever  market 

A^/Ox.  with  the  launch  of  Aller«eze. 

1  Qft  C\  ^ercare  develops  the  market  for 

A^/OO*  "congested  hayfever77  with  Aller*eze  Plus. 

1994*  Intercare  opens  a  whole  new  market  with... 


ALLER'EZE  CLEAR  COUNTER  PRESCRIBING  INFORMATION 

PRESENTATION:  White'xo.und  tablet  coded  TFN  60'  with  a  break  line  on  the  other  side.  Each  tablet  contains  Terfenadine  USP  60mg.USES: 
.;  For  the  symptomatic,  relief  qffallergic  rhinitis  including  hay  fever  and  allergic  skin  disorders.  RECOMMENDED  DOSE:  Adults  and  children  over  12: 
One  tablet  twice  .a  day  (or  two  tablets  in  the  morning)  Do  not  exceed  the  stated  dose.  CONTRA-INDICATIONS.  WARNINGS:  Concomitant 
^administration  with  oral  ketocbnazole,  itraconazole,  erythromycin  or  drugs  with  arrhythmogenic  potential.  Patients  with  significant  liver  disease, 
ients  with  a  known  hypersensitivity  to  terfenadine.  PRECAUTIONS:  Not  recommended  for  use  in  pregnancy  unless  the  doctor  considers  it 
initial  Ca'utrpn. in.  patients  with  impaired  liver  function,  those  receiving  treatment  with  potent  inhibitors  of  liver  oxidation  or  conditions  leading  to 
olongation.  SIDE  EFFECTS::Tests  have  shown  that  Aller-eze  Clear  antihistamine  (terfenadine)  does  not  cause  drowsiness.  It  will 


Aller*eze  Clear 


Allereze  Clear 


NON-DROWSY  ANTIHISTAMINE  TABLETS 


Fast  acting  all  day  hayfever  relief 
Without  drowsiness  for  a  clear  head 

contains  Terfenadine 


For  pollution-aggravated  hayfever. 


An  important  development  -  real  growth  for  the 
hayfever  market. 

Today,  there's  more  to  hayfever  than  just  pollen.  Over  the 
past  30  years,  there's  been  a  fourfold  increase  in  the  incidence  of 
hayfever, 1  despite  falling  pollen  counts  and 
decreasing  grassland  areas.2 

With  more  and  more  scientific  evidence 
being  assimilated,  medical  experts  have  no 
doubt  about  the  link  between  air  pollution 
and  the  increase  in  hayfever.' 

Introducing  new  Aller  *eze  Clear  - 
today's  answer  for  today's  hayfever. 

Already,  more  and  more  people  are  noticing 
the  aggravating  effects  of  pollution  increasing  their  allergic 
sensitivity.  And,  a  growing  number  of  people  who  didn't 
realise  they  had  hayfever  will  soon  identify  their  problem  - 
through  the  biggest  ever  Aller«eze  national  TV  campaign.  This 


this  new  category  into  your  pharmacy  and  bringing  you  new  sales. 

Plus,  there's  further  support  from  a  panel  of  medical 
experts  and  massive  PR  coverage  to  highlight  the  allergy/ 
pollution  problem. 

As  the  needs  of  sufferers  are  changing, 
Aller-eze  Clear  is  specifically  formulated  with 
terfenadine  so  it  won't  cause  drowsiness. 

Its  anti-inflammatory  properties  can 
help  reduce  the  effects  of  air  pollutants, 
low-level  mucosal  inflammation  which  is 
thought  to  increase  sensitivity  to  allergens/ 

Capitalise  on  this  new  opportunity. 
Aller-eze  is  synonymous  with  hayfever 
relief  to  the  consumer,  so,  this  hayfever  season,  with  great 
bonus  deals  on  tried  and  trusted  Aller-eze,  Aller«eze  Plus  for 
"congested  hayfever"  and  now  new  Aller-eze  Clear  for 
pollution  aggravated  hayfever,  you'll  be  seeing  your  way  clear 


will  stimulate  real  interest  and  consumer  awareness,  directing    to  another  profitable  season. 


Allcr*eze  Plus! 


LONG  LASTING  ALLERGY  RELIEF 


Alter 


'Al 


NON-DROWSY  ANTIHISTAMINE  TABLETS 


FAST  AC  TlHOFlFUEF  FROM 

•  HAV  FEVER  SYMPTOMS 

•  ITCHY  WATERY  EYES 

•  INSECT  BITES  AMD 
SKIN  ALLERGIES 


Fast  acting  all  day  hayfever  relief  inessfor<ht/.ofusers 
Without  drowsiness  for  a  clear  head 


The  big 
business 


eze 

est  hayfever 
tunity  in  years. 


INTERCARE 


new  1.  Fleming  DM,  Crombte  Dl,  Prevalence 
/erin  the  Unil.'d  rvnifidnn.  Clinical  ,ind  Expt-r 
il  and  Experimental  AIIlt^v  1989;  19  515-S2H 


Astlim.i  and  Hayfever  in  .< 
Tu-ntal  Allergy  1991;  21  7S7.7fi2  11' 


I  Wale*  HK  M.,1  1 


Intercut'  Products  L  imited,  7,  T  he  Business  Centre, 
Molly  MilLus  Lane,  Wokingham,  Berkshire  KU1  2QZ 


•\  SANIMi/  COMPANY 


not  normally  affect  the  ability  to  drive  or  perform  tasks  requiring  concentration.  However,  as  with'all  drugs,,  care  should  be  taken  initially  because  'y        ".  '    .  ',. 
there  may  be  rare  exceptions.  May  increase  the  sedative  effect  of  alcohol.  Most  common  side, effects  include:  headaches,  tummy  upsets,  ';;% 
increased  appetite  and  sweating.  These  side  effects  are  rarely  serious  and  often  disappear  on  their  own.  Medication  should  be  discontinued,  and  ' 
••medical  advice  obtained  if  effects  include:  fainting  and/or  palpitations,  unexpected  swelling,  tight  chest  or  wheezing.  OVERDOSAGE:  It  is, important  \ 
not  to  exceed  the  stated  dose.  In  this  eventuality,  obtain  prompt  medical  advice  and  for  identification,  take  samples  of  the  tablet  and/or  the  leaflet  V  ,  ■', 

LEGAL  CATEGORY:  [0 PRODUCT  LICENCE  NUMBER:  PL  0530/0391  COST  AND  RETAIL  PRICE:  Packs  of  10  tablets.  Retail  price  £2.69 
DISTRIBUTOR:  Intercare  Products  Limited,  Wokingham,  Berks.  , 


At  these  prices, 
our  new  arrivals  won't 
get  left  on  the  shelf! 

The  advanced  technology  used  in  the  new  Early  Bird 
One-Step  products  has  enabled  us  to  offer  an  affordable, 
reliable,  easy  to  use  pregnancy  test. 

With  recommended  retail  prices  of  just  £5.99  for  a  single 
test  and  £7.99  for  a  double  test  this  will  be  good  news  for 
your  customers  -  great  news  for  you  too  because  the 
really  low  trade  prices  means  that  your  margins  will  be 
higher  than  ever.  7 
Early  Bird  One-Step  is  now  5—  /y/i/'/l  / 

available  from  major  wholesalers       f  f  y^v/  ■]/<-• 
including  AAH  -  Barclays  -  (jl&nrti 
Numark  -  Unichem.  JjIjIiAj 
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One-Step 


Pregnancy  Test 


VSird 

Oxi  -Si  i:p 


Pregnancy  Tt 


ONE-STEP 
PREGNANCY  TEST 


(f/fjV/ 

One-Step 
Pregnancy  Tes 


One-Step 

'REGNANCY  Test 


£7.99 


RHEfiK^  -EICY  TF.ST 

mm  2  COMPU 


£5.99 


Recommended  Retail  Price;  Single  Test  Pack  £5.99,  Double  Test  Pack  £7.99 
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Counterpoints 


Wisdom  get  a  grip  on 
the  toothbrush  market 


Wisdom  are  introducing 
Sure  Grip  toothbrushes 
this  month,  the  company's 
first  launch  since  it 
became  independent  of 
Addis  Housewares. 

With  non-slip  thumb 
grip  ridges  of  rubber,  the 
brush  is  designed  to  give 
better  user  control  which 
leads  to  cleaner  teeth. 
Round-ended  filaments 
and  a  "smallish"  angled 
head  mean  the  brush  is 
also  gentle  on  the  gums. 

The  brush  has  a  dual 
colourway  handle  and 
co-ordinated  filaments.  It 
is  available  in  six  primary 
colours  in  recognition  of 
the  difficulties  faced  with 
buying  different-coloured 


toothbrushes  for  all  the 
family.  It  retails  at  XI. 59 
with  a  choice  of  medium 
or  firm  filaments. 

Wisdom  managing 
director  Brian  McMullen 
describes  Sure  Grip  as 


having  "a  sensible  set  of 
features  that  are  not 
gimmicky". 

With  70  per  cent  of 
toothbrushes  bought  by 
women,  the  £250,000 
Press  campaign  is 


targeting  women's 
magazines  from  mid-July 
for  four  months.  Carrying 
the  tagline  "A  Gripping 
Story",  the  advertisements 
feature  women  in  a 
number  of  situations 
where  grip  is  important: 
windsurfing,  rockclimbing 
and  body  building. 
Wisdom  estimate  that  they 
will  reach  70  per  cent  of 
the  target  audience  of 
women  aged  18-44. 

Point  of  sale  for 
pharmacies  includes  shelf 
merchandising  and 
wobblers.  Price 
promotions  and  trial  offer 
packs  are  scheduled  for 
later  in  the  year.  Wisdom. 
Tel:  0440  714800. 


RA/30  Autoanalyser  —  ovulation  detector 


Women  can  predict  their 
time  of  ovulation  using 
saliva  samples  and  the 
RA/30  Autoanalyser,  a 
pocket  microscope  with  a 
powerful  lens  (300X 
magnification). 

The  device  works  on  the 
principle  that  the  presence 
of  oestrogen  leads  to 
"fern-like  structures" 
being  visible  in  crystallised 
saliva.  Therefore  a  woman 


can  use  the  system  to  map 
out  her  ovulation  cycle 
from  month  to  month. 

Fern  patterns  can  also 
be  seen  in  cervical  mucus, 
but  the  manufacturers 
claim  the  "ferning"  in 
saliva  gives  five  to  seven 
days'  warning  compared 
with  two  to  three  days 
obtained  using  cervical 
mucus. 

Saliva  is  placed  on  a 


re-usable  glass  slide, 
allowed  to  dry  for  ten 
minutes  and  then  viewed 
through  the  microscope. 
According  to  the 
manufacturer,  the  glass 
slide  can  be  washed  in 
soap  and  water,  and  three 
slides  are  provided  with 


each  unit.  The  RA/30  has  a 
recommended  retail  price 
of  £49.50. 

The  device,  which  is 
manufactured  in 
Barcelona,  is  currently  on 
sale  in  Germany,  Spain 
and  Italy.  Tvlers  (RA/30). 
Tel:  071-727  0699. 


Treat  the 
tingle 

Wellcome  are  running  a  1 1 
million  TV  advertising 
campaign  for  Zovirax  Cold 
Sore  Cream  over  the 
Summer.  A  series  of 
competitions  for 
pharmacists  and  pharmacy 
assistants  will  also  he 
featured. 

The  re-run  of  the  "Treat 
the  Tingle"  campaign 
starts  on  June  6  and  will 
coincide  with  the 
Summer's  rise  in  cold  sore 
cases  due  to  UV  light. 

The  promotional 
material  contains  shelf 
units  and  strips,  showcards 
and  leaflets. 

Pharmacies  maintaining 
displays  until  September 
will  qualify  for  a  draw 
prize  of  a  safari,  a  trip  to 
the  Himalayas,  or  a  ski 
holiday  in  Aspen. 

There  is  also  a  product 
knowledge  quiz  for 
pharmacists  and  pharmacy 
assistants  with  chances  to 
win  weekend  breaks  and 
music  vouchers. 

Research  by  Wellcome 
shows  that  l(i  million 
people  in  the  UK  are  prone 
to  cold  sores  with  the 
majority  not  treating  the 
condition.  Wellcome 
Foundation  Ltd.  Tel:  0270 
583151. 


New  E45  counter  units  and  window  displays  will  be 
available  to  independents  from  June  to  support  the  brand's 
£3  million  promotional  programme.  The  compact  counter 
unit,  fully  loaded  with  the  entire  range,  is  available  at  a 
special  price  from  representatives.  The  window  display  is 
three  dimensional,  with  easy  to  assemble  showcards  and 
window  frieze.  Crookes  believe  the  display  will  attract  the 
estimated  one  in  three  drv  skin  sufferers  into  the 
pharmacy.  Crookes  Healthcare  Ltd.  Tel:  0602  507431 
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Farley's 
Baby  Club 

Farley's  Baby  Club  has 
been  launched  to  increase 
brand  awareness, 
consumer  loyalty  and  sales 
through  direct  mail  and 
sampling. 

A  year's  free 
membership  will  be  offered 
to  women  in  late 
pregnancy  via  Bounty 
annuals  and  direct  mail. 
Three  issues  of  Farley's 
Baby  and  Me  magazine  will 
be  posted  out  with  gifts 
and  product  samples. 

Mothers  who  do  not 
wish  to  join  the  club  can 
still  receive  samples  and 
information. 

Farley's  estimate  that 
300,000  mothers  will  be 
included  in  this  initiative. 
The  company  believes  the 
targeted  communication, 
together  with  sampling, 
will  have  an  educational 
function  and  encourage 
further  purchases.  Crookes 
Healthcare  Ltd.  Tel:  0602 
507431. 


Rheumasol  repackaged 


Rheumasol,  the  herbal 
remedy  for  rheumatic 
pain,  has  been  repackaged 
in  a  30-day  tub. 

The  90-tablet  pack, 
released  in  early  June, 
replaces  the  original 
ten-day  blister  packs. 
Customers  will  find  the 
new  packs,  with 
easy-to-open,  castellated 
lids,  convenient  to  use  and 
economical,  say 
manufacturer  English 
Grains  Healthcare. 

The  launch  will  be 
supported  by  advertising, 
competitions  and  reader 
offers.  There  is  also 
in-store  show  material. 

The  90-tablet  packs  are 
available  in  cases  of  six  at 
£21.29  trade  price  with 
each  pack  retailing  at 
£6.25. 

In  Britain,  5  million 
people  suffer  from 
rheumatism.  A  survey 
conducted  by  English 
Grains  Healthcare  found 
that  60  per  cent  of  those 
questioned  tried 


Rheumasol  because  it  was 
herbal  and  over  96  per 
cent  would  buy  it  again  or 
recommend  it.  English 
Grains  Healthcare.  Tel: 
0283  221616. 


Ultress  has  extra 
conditioner 


Heath  & 
Heather's 
14  for  12 

Herbal  remedy  supplier 
Heath  &  Heather  are 
offering  pharmacists  14  for 
the  price  of  12  deals  on 
packs  of  their  Water  Relief 
and  Quiet  Night  Tablets 
from  June  20. 

The  promotion,  together 
with  its  boxed  display, 
holding  14  packs  of  the 
two  products,  comes  for  a 
trade  price  of  £24.18.  It  is 


supported  by  further  point 
of  sale  material,  including 
window  corners  and  frieze, 
and  banners  and  leaflets. 

The  offer,  which  will 
run  for  10  weeks,  has  been 
specifically  timed  for  the 
Summer,  with  the  Water 
Relief  products  aimed  at 
women  wanting  to  fit  into 
their  bikinis. 

The  recommended  price 
for  both  products  is  £3.55 
per  pack.  Heath  &  Heather 
Ltd.  Tel:  0932  336366. 

Big  spenders 

Nivea  Visage  was  ranked 
top  skincare  advertiser 
(MEAL)  and  the  fastest 
growing  brand  in  the 
toiletries  sector  in  1993. 
Manufacturer  Beiersdorf 
UK  spent  £4.75  million  on 
advertising  and  will 
continue  this  support  in 
1994.  Smith  &  Nephew 
Consumer  Products  Ltd. 
Tel:  021-327  4750. 

Anodesyn  POS 

Seton  Healthcare  are 
introducing  Anodesyn 
haemmorrhoid  treatment 
shelf  barkers  for 
pharmacies  to  increase 
shelf-awareness  and  assist 
customer  self-selection. 
Seton  Healthcare  Group 
Ltd.  Tel:  061-652  2222. 

Shelf  layout 

Immac  have  produced  a 
leaflet  offering  retailers 
marketing  information 
advice.and  a  suggested  she  if 
plan  for  depilatories. 
Reckitt  &  Colman 


Clairol  Ultress  is  a 
permanent  hair  colorant  in 
18  shades.  The 
luminescent  gel  formula  is 
said  to  ensure  colour 
durability,  to  create  added 
shine  and  to  be  easy  to 
apply.  It  is  priced  at  £4.89. 

The  product  conditions 
at  three  stages.  A 
conditioner  in  the 
developer  lotion  works 
during  the  colouring 
process.  Two  additional 
sachets  of  intensive 
conditioner  are  included 


T&R  Mouthwash 

Thornton  &  Ross  are 
re-naming  their  Care  + 
Thymol  Glycerin 
Compound  as  Antiseptic 
Mouthwash  to  highlight  its 
benefits  to  consumers. 
Thornton  &  Ross.  Tel: 
0484  842217. 

Mycota  ads 

Seton  Healthcare  are 
launching  an  advertising 
campaign  for  the  Mycota 
range  of  foot  care  products 
from  June  12.  The  adverts 
will  run  in  the  Sunday 
papers  during  the  Summer. 
Seton  Healthcare  Group 
Pic.  Tel:  061-652  2222. 

Polo  umbrella 

A  free  Ralph  Lauren 
umbrella  will  be  available 
with  every  purchase  of 
118ml  Polo  Crest  eau  de 
toilette  spray  or  after  shave 
from  September  19. 
Prestige  &  Collections  Ltd. 
Tel:  081-979  6699. 


for  use  immediately  after 
colouring  and  again  two  to 
three  weeks  later. 

A  £2.4  million  television 
campaign  starts  in  the 
London  area  this  month 
then  goes  national  at  the 
end  of  June  and  the 
beginning  of  July. 

POS  material  includes 
showcards,  shelf  talkers 
and  a  display  pre-pack 
containing  a  selection  of 
shades.  The  Clairol  sales 
force  can  help  with 
merchandising  and 


From  August,  Paloma 
Picasso's  bodycare 
collection,  Mon  Corps,  will 
be  reformulated  and  will 
include  a  new  line. 

Paloma's  Body  Lotion, 
Body  Cream  and  Soap, 
together  with  a  new  Bath 
and  Shower  Cream,  will  be 
enriched  with  oil  of 
camelina. 

The  oil,  extracted  from 


category  management. 
There  will  also  be  public 
relations  support. 

Bristol-Myers  say  the 
home  colorants  market  is 
growing  at  16  per  cent  and 
is  now  worth  £93m  at  rsp, 
which  is  equivalent  to  68 
colorants  sold  per  minute. 
Consumer  usage  has 
increased  4  per  cent  in  the 
past  two  years  (now  29  per 
cent  of  women). 

Permanent  hair 
colorants,  worth  £44m, 
form  the  largest  sector. 

Brand  manager  Liz 
O'Mahoney  says  research 
has  shown  that  as  many  as 
75  per  cent  of  women  who 
browse  round  hair 
colorants  displays  fail  to 
buy,  possibly  because  they 
are  unsure  which  product 
is  the  most  suitable. 
Pharmacy  staff  can  prevent 
this  loss  of  sales  by 
offering  knowledgeable 
advice,  she  says, 
suggesting  they  take 
advantage  of  the  Clairol 
freephone  advice  line 
(0800  181184)  which 
answers  4,000  calls  a 
month.  Bristol  Myers  Co 
Ltd.  Tel:  0895  639911. 


the  flowering  plant 
Camel ia  sativa.  is 
considered  to  have 
beneficial  cosmetic  effects. 
It  is  rich  in  essential  fatty 
acids  with  nourishing  and 
emollient  properties. 

The  new  Bath  and 
Shower  Cream  replaces 
the  current  Gel.  Prestige 
&  Collections  Ltd.  Tel: 
081-979  6699. 


Dulco-lax 

Summer 

campaign 

Windsor  Healthcare  will  be 
supporting  the  predicted 
Summer  sales  growth  of 
Dulco-lax  with  promotions 
and  competitions. 

A  pharmacy  assistant 
competition  will  run  from 
May  to  August  designed  to 
create  a  greater  awareness 
and  understanding  of 
constipation.  First  prize  is 
a  luxury  travel  set 
containing  a  beach  towel, 
travel  bag  and  Uvistat 
suncare  products. 

Show  cards  are  available 
explaining  the  correct 
merchandising  of  the 
eight-pack  dispenser. 

There  is  also  a 
consumer  PR  campaign 
focusing  on  the  "Fit  for 
Life"  theme  endorsed  by 
TV  celebrity  Diana  Moran, 
the  Green  Goddess. 

Windsor  Healthcare  say 
that  a  consumer  is  almost 
as  likely  to  suffer  the 
discomfort  of  painful 
constipation  on  holiday  as 
suffer  a  bout  of  diarrhoea. 
However,  few  pharmacists 
recommend  a  laxative 
when  offering  advice  on 
holiday  medication. 
Windsor  Healthcare.  Tel: 
0344  484448. 


Robinsons  are  giving 
stockists  of  Fast  Aid  plaster 
dressings  and  strapping  a 
chance  to  win  prizes.  The 
"All  the  Fun  of  the  Fair" 
promotion  awards  points  on 
orders  placed.  The  more 
points  the  higher  the  value 
of  the  prize.  Alternatively, 
points  can  be  banked 
towards  winning  the  star 
prize  of  a  Philips  Nicam 
27in  TV.  The  promotion 
runs  until  the  end  of 
October  with  goods 
redeemable  until  the  end  of 
the  year.  Robinson 
Healthcare.  Tel:  0246 
22022. 


Tommee  Tippee  reductions 


Trade  prices  via  the 
wholesaler  for  the 
Tommee  Tippee  range  of 
baby  rattles,  bottles, 
soothers  and  teethers  have 
been  reduced  from  now 
until  the  end  of  August. 


Products.  Tel:  0482 
26151. 


A  special  counter  display 
of  30  assorted  rattles  and 
teethers,  priced  at  99p 
each,  is  available  at  £18.96. 

Purchasers  of  six  rattle 
soothers  and  six 
"designer"  soothers  will 
receive  half  a  dozen 
ventilated  soothers  free 
(deal  price  is  £13.68). 

Retailers  buying  single 


display  boxes  of  standard 
silicone  teats  and 
orthodontic  latex  teats  will 
receive  a  display  box  of 
standard  latex  teats  free 
(deal  price  £49.80). 

The  new  Tommee  Tippee 
250ml  decorated  bottles 
are  being  held  at  a  price  of 
£1.19.  Jackel  International 
Ltd.  Tel:  091-250  1864. 


Mavala's  old  for  new 
lipstick  offer 


Mavala  are  offering  £1  off 
their  Mavalip  lipsticks  to 
every  woman  who  brings 
her  old  lipstick  to  a 
Mavalip  stockist  for 
recycling. 

From  July,  any  lipstick, 
no  matter  how  old,  will 


purchase  a  Mavalip  for 
£3.98,  instead  of  the  usual 
£4.98  retail  price.  The 
company  supplies  24 
shades  to  choose  from,  and 
the  offer  will  run  until 
September  30.  Mavala  Ltd. 
Tel:  0732  459412. 


Picasso  in  oil 
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OK  gingivitis 
you  asked  for  it 

As  a  pharmacist  you  know  there's  no  better  name  than 
Corsodyi  for  the  treatment  of  gingivitis.  No  more  reassuring  sight 
to  the  professional  eye  than  the  phrase  '0.2%  chlorhexidine', 
which  appears  on  every  bottle  of  Corsodyi  Mouthwash. 

It's  not  surprising  then  that  Corsodyi  Mouthwash  has  your 
firm  recommendation  (for  not  only  gingivitis  but  also  gingival 
healing  following  surgery  and  mouth  ulcers  too).  You  would  not 
want  your  customers  to  tackle  oral  infection  without  some 
serious  healing  power  on  their  side. 


0.2%  w/v  chlorhexidine  gluconate 

Give  gingivitis  the  medicine  it  deserves 

PRODUCT  INFORMATION  Consult  Data  Sheet  before  prescribing.  USE  inhibition  of  plaque;  treatment  and  prevention  of  gingivitis;  maintenance  of  ora 
hygiene.  Mouthwash  and  Mint  Mouthwash  are  also  indicated  for  the  promotion  of  gingival  healing  following  surgery  and  the  management  of  aphthous  ulceration 
and  oral  candidiasis.  PRESENTATION  Spray  and  Mint  Mouthwash  A  clear  colourless  solution  containing  0.2%  w/v  chlorhexidine  gluconate  Mouthwash  A 
clear  pink  solution  containing  0.2%  w/v  chlorhexidine  gluconate.  Dental  Gel'  A  clear  colourless  gel  containing  !%  w/w  chlorhexidine  gluconate  DOSAGE 
AND  ADMINISTRATION  jproy.  Apply  to  tooth  and  gingival  surfaces  using  up  to  twelve  actuations  of  the  spray  twice  daily.  Mouthwash  and  Mint 
Mouthwash:  Rinse  mouth  with  1 0ml  undiluted  for  one  minute  twice  daily.  Prior  to  dental  surgery,  rinse  mouth  with  1 0ml  for  one  minute  Denial  Ge 
Brush  the  teeth  with  one  inch  of  gel  for  I  minute,  once  or  twice  daily  CONTRAINDICATIONS  Previous  hypersensitivity  reaction  to  chlorhexidine. 
Such  reactions  are.  however,  extremely  rare.  PRECAUTIONS  For  oral  use  only,  keep  out  of  eyes  and  ears  SIDE  EFFECTS  Occasional  irritative  skin 
reactions.  Generalised  allergic  reactions  to  chlorhexidine  have  also  been  reported  but  are  extremely  rare.  Superficial  discolouration  of  the  tongue,  teeth 
and  tooth-coloured  restorations  may  occur  This  usually  disappears  after  discontinuation  of  treatment.  Staining  can  largely  be  prevented  by  cleaning 
teeth  or  dentures  before  use  but  may  sometimes  require  scaling  and  polishing  for  complete  removal.  Stained  anterior  tooth-coloured  restorations 
which  are  not  adequately  cleaned  by  professional  prophylaxis  may  require  replacement  Transient  taste  disturbances,  burning  sensation  of  the 
tongue  and  oral  desquamation.  Very  occasional  parotid  swelling.  PRODUCT  LICENCE  NUMBER  AND  BASIC  NHS  COST  Corsodyi'  Spray 
(PL0079/03I  I)  60  ml  (OP)  £3  08  'Corsodyi'  Mouthwash  (PL0079/03  I  3)  300  ml  (OP)  £1.38  'Corsodyi'  Mint  Mouthwash  (PL0079/03  I  2) 
300  ml  (OP)  £1  38  'Corsodyi'  Gel  (PL0079/03  1 4)  50g  (OP)  £0.9  I  'Corsodyi'  is  a  trademark  Legal  Category  P  Date  of  last  revision  December  1 993 
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Rimmel  make 
Autumn  romance 


Rimmel  have  put  together 
a  New  Romantics 
collection  of  colour 
cosmetics  for  Autumn. 

The  range  features  four 
best-selling  products  and 
one  new  translucent 
powder  to  create  a  "pale 
and  pure"  look. 

The  single  eye  shadow 
compact  (£1.45)  is  an 
ultra-fine  powder 
formulation  in  matte  white 
and  matte  grape  shades.  A 
pearl  eyes  compact  offers 
two  toning  shades  (£2.09) 
in  barley  pearls  (pale  peach 
and  soft  damson)  and 
mocha  pearls  (old  gold  and 
deep  earth). 

Rich  moisture  lipstick 
(£2.09)  comes  in  grape 
sorbet  and  coffee  shimmer, 
while  rich  colour  nail 
polish  (£1.85)  is  in  lilac 
sorbet  and  magnolia  pearl. 

The  translucent  powder 
compact  (£2.89)  comes  in 
a  parallelogram  compact 
with  a  mirrored  lid  and  is 
formulated  to  prevent 
shine  breakthrough. 

The  range  will  be 
in-store  from  August. 

Sensiq's  Bridal 


Collection  is  a 
co-ordinated  range  of 
shades  for  eyes,  cheeks, 
lips  and  nails.  All  products 
are  both  fragrance-  and 
lanolin-free. 

Duo  shadow  silk  (£3.59) 
pressed  powder 
eyeshadows  contain 
natural  oils  to  give  a 
creamy  texture.  Colour 
pairs  are  sweet  briar/ 
rosewater  and  walnut 
tree/peach  kernel. 

Trio  shadow  silk  (£4.19) 
is  a  palette  of  three  shades 
—  rich  earth/rose  dust/ 
honey  buff. 

Luxury  lip  colour 
(£3.59)  matches  perfect 
nail  colour  (£3.15)  in 
almond  blossom  and 
honeysuckle.  Other 
products  are  gentle  water 
resistant  mascara  in  teak 
(£3.59)  and  powder  silk 
blush  in  clover  and  amber 
(£3.99). 

Bridal  Collection  will  be 
available  during  the 
Summer  months. 

Sensiq  is  also 
introducing  Endless  Vision 
waterproof  performance 
mascara  from  July  in 


black,  black-brown  and 
navy  (£3.75).  The  creamy 
formulation,  with  soya 
protein  and  vitamin  E,  is 
fibre-free  and  suitable  for 
contact  lens  wearers  and 
those  with  sensitive  eyes. 

The  water  resistant  eye 
definer  is  a  soft,  creamy 
formulation  in  nine 
shades,  presented  as  a 
plastic-clad  pencil  (£3.15). 

Following  their 
expansion  into  colour 
cosmetics  earlier  this  year, 
Cutex  are  focusing  on 
eyecare  with  the 
introduction  of  two  Gentle 
Performance  eye  make-up 
removers. 

Gentle  performance 
lotion  is  mild,  oil-free  and 
fragrance-free  containing 
vitamin  B5  (£3.55). 

The  waterproof  eye 
make-up  remover  cream 
gel  is  also  fragrance-free 
and  non-irritating. 
Vitamin  E,  aloe  vera  and 
sodium  hyaluronate  are 
included  as  moisturisers. 
They  will  be  available  from 
July.  Rimmel 
International  Ltd.  Tel: 
0233  625076. 


Exposure 
bonus 

Fujifilm  are  offering 
independents  a  24  bonus 
exposures  promotion  on 
Fujicolor  Super  G  100  and 
200  ISO  film. 

Special  twin  packs  of 
36-exposure  films  are 
retailing  for  the  price  of 
two  24s.  The  customer 
therefore  gets  24  extra 
pictures  free. 

The  packs  are  priced  at 
£6.78  for  100  ISO  and 
£7.38  for  200  ISO.  The 
offer  will  run  until 
September. 

A  counter  top 
merchandiser, 
free-standing  display  unit 
and  poster  material  are 
available  to  support  the 
promotion.  Fuji  Photo 
Film  (UK)  Ltd.  Tel: 
071-586  5900. 


Trisha  is  new  star  for 
Clorets  TV  ads 


Promotion  for  Clorets,  the 
breath  freshener,  gets  a 
new  lease  of  life  from  June 
6  with  a  new  £1.3  million 
television  campaign. 

The  Hale  and  Pace  "Two 
Rons"  characters  have 
been  replaced  by 
down-to-earth  Trisha, 
played  by  Julie  Walters, 
who  sees  Clorets  as  an 
important  part  of  her  daily 
life. 

Two  30-second 
commercials  form  the 
campaign,  which  senior 
product  manager  Mick  Cox 
believes  will  make  us 
laugh.  But  its  more 
serious  intent,  says  Mr 
Cox,  is  to  build  on  past 
promotions.  "Since  its 
launch  in  1990,  Clorets 
has  single-  handedly 


created  the  breath 
freshening  confectionery 
sector,  which  is  now  worth 
£16m." 

The  campaign,  which 
will  run  for  five  weeks,  has 
booked  400  TV  slots. 
Warner-Lambert 
Confectionary  Ltd.  Tel: 
061-766  5471. 


Dairy-free  carob  bar 


New  dairy-free  Carriba  is 
the  latest  introduction  to 
Holly  Mill's  range  of 
chunky  carob  bars  (40g, 
£0.50). 

The  apricot,  raisin  and 
nut  Carriba  bar  contains 
no  added  sugar,  no 
skimmed  milk  and  no 
whey  powder.  It  is  suitable 
for  both  vegetarians  and 
vegans. 


Holly  Mill's  carob 
confectionery  is  said  to 
contain  as  much  vitamin 
Bl  as  strawberries,  as 
much  vitamin  B2  as  brown 
rice  and  as  much  vitamin 
B3  as  dates,  as  well  as 
being  free  from  caffeine, 
theobromine  and 
theophylline.  Health  and 
Diet  Co.  Tel:  0204 
707420. 


Pharmaton  nationwide 


The  Pharmaton  Capsules 
campaign  for  1994  aims  to 
increase  consumer 
awareness  throughout  the 
UK,  broaden  distribution 
and  provide  pharmacy 
support. 

Windsor  Healthcare 
have  designed  a  product 
manual  for  pharmacy  staff 
giving  information  on 
Pharmaton  and  on  general 
health  and  diet.  The  guide 
can  be  continually  updated 
and  is  easy  to  read  and 
handle. 

There  is  also  a 
competition  for  pharmacy 
assistants  highlighting  key 
educational  information. 

A  booklet  and  helpline 
for  consumers  have  also 
been  set  up  for  additional 
guidance  and  support. 

Window  cards,  shelf 


edgers  and  dummy  packs 
are  provided  by  Windsor 
Healthcare.  Windsor 
Healthcare.  Tel:  0344 
484448. 
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SOOTHER  SAVER 


The  MAM  Soother  Saver  is  available  in  a  choice  of  three 
multi-coloured  ribbons  each  with  co-ordinating  design 
motifs  to  appeal  to  fashion-conscious  mums  and  babies. 
Thev  come  in  outer  packs  of  12  and  retail  at  £1.99  each. 
Mam  (UK)  Ltd.  Tel:  021-459  4304 


On  TV  Next  Week 


GTV  Grampian 
B  Border 

BSkyB  British  Sky 
Broadcasting 
C  Central 

CTV  Channel  Islands 
LWT  London  Weekend 


C4  Channel  4 
U  Ulster 
G  Cranada 
AAnglia 
CAR  Carlton 
GMTV  Breakfast 
Television 


STV  Scotland  (central) 

Y  Yorkshire 

HTY  Wales  &  West 

M  Meridian 

TT  Tyne  Tees 

w  Westcountry 


Aquafresh: 

All  areas 

Beconase  Hayfeven 

CAR 

Colgate  Great  Regular  Flavour: 

All  areas 

Delial: 

C.  A,  HTV,  W,  M,  C4 

Gliss  Corimist: 

C4,  GMTV 

Mum  Aerosol: 

All  areas  except  CTV,  CAR 

Nivea  Visage: 

C4 

Pepcid  AC: 

All  areas  except  CAR,  GMTV 

Radox  Showerfresh: 

A 

Rennie: 

C4,  GMTV,  satellite 

Scholl: 

C,  A,  M,  CAR 

Slim  Fast: 

All  areas 

Soft  &  Gentle: 

All  areas 

Tagamet  100: 

All  areas 

Ultress: 

3,  G.  C,  A.  HTV,  M,  LWT,  CAR 

Zovirax  Cold  Sore  Cream: 

All  areas 
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New  field  for  us,  bigger  market  for  you. 


We  now  have  a  rare  opportunity  to  develop  a  new  market 
together. 

Because  in  Optrex  Hayfever  Allergy  Eye  Drops  the  name 
so  many  of  your  customers  know  |oins  forces  with  sodium 
cromoglycate,  the  fast  and  effective  treatment  that  won 
your  trust  as  a  prescription  medicine. 
Naturally,  it  will  receive  the  kind  of  support  you  expect 


from  Optrex.  This  year,  our  heavyweight  advertising  and 
promotional  spend  means  that  more  and  more  customers  will 
come  to  you  -  especially  since  the  10ml  bottle  of  Optrex 
Hayfever  Allergy  Eye  Drops  is  the  right  size  to  meet  their  needs. 
What  they'll  be  seeking  isn't  just  our  product  but  also  your 
advice.  So  add  your  recommendation  to  our  support,  and 
together  we  are  set  for  success. 


The  vision  of  the  future 

PRODUCT  INFORMATION:  Optrex  Hayfever  Allergy  Eye  Drops:  Solution  containing  sodium  cromoglycate  2.0%  w/v  with  benzalkonium  chloride,  disodium  edetate,  purified  water.  Use: 
For  last,  effective  treatment  ot  itchy,  watery  or  inflamed  eyes  caused  by  seasonal  allergies.  Contra-indications:  Hypersensitivity  to  any  of  the  ingredients.  Precautions:  Do  not  use  while  wearing 
soft  contact  lenses.  Dosage:  1  or  2  drops  into  each  eye  4  times  daily.  Side  effects:  Transient  burning  and  stinging  Packaging  quantities:  10ml  bottle.  RSP:  £3.99  for  10ml.  Legal  category: 
P.  Product  licence  number:  01 1 3/0 lb  1 .  Licence  holder:  Fisons  Pic,  Holmes  Chapel,  Cheshire  CW4  8BE.  Your  Crookes  Healthcare  representative  will  be  calling  with  further  information. 


COLD  SORES 

A  MAJOR  BREAKTHROUGH 


Treating  the  tingle  can  prevent  a  cold  sore 


ESSENTIAL  INFORMATION  PRESENTATION  5%  w/w  aciclovir  in  water  miscible  cream  base.  USES  Cold  Sore  treatment.  DOSAGE  AND  ADMINISTRATION 

Apply  5  times  a  day  for  5  days.  It  is  important  to  start  treatment  as  early  as  possible  after  the  start  of  an  infection,  ideally  during  the  tingle  phase.  If  healing  has 
not  occurred,  treatment  may  be  continued  for  up  to  an  additional  5  days.  CONTRA-INDICATIONS,  WARNINGS,  ETC  Contra-indications  Zovirax  Cold  Sore 
'  Cream r  is  contra-indicated  in  patients  known  to  be  hypersensitive  to  aciclovir  or  propylene  glycol.  Precautions  Zovirax  Cold  Sore  Cream  should  only  be  used  on 
cold  sores  on  the  lips  and  face.  Do  not  apply  inside  the  mouth  or  in  the  eye.  Do  not  use  for  herpes  infections  of  the  eye  or  the  genital  area.  Do  not  use  if  the 


THE  HEAT  IS  ON! 

National  TV  campaign  will  generate 
scorching  summer  sales 


UV  light  is  a  common 
cold  sore  trigger 
Summer  can 
be  danger 
time  for 
cold  sore 
sufferers 


Millions  of  satisfied 
customers  - 
Independent 
research 
confirms 
96%  of 
users  said 
they  would 
repurchase 


Display  now 
to  maximise 
sales 
Already 
£12  million 
retail  sales 
since  launch 


OVIRAX 


COLD  SORE  CREAM 


The  only  specific  OTC  product  where  early  use  can  prevent  a  cold  sore 


aatient  is  under  the  care  of  a  doctor  because  of  a  weak  imune  system.  Side  and  adverse  effects  Transient  burning  or  stinging  may  follow  application.  Mild, 
frying  or  flaking  of  the  skin  has  occurred  in  about  5%  of  patients.  Erythema,  itching  and  contact  dermatitis  has  been  reported  rarely  following  application.^ 
DETAIL  SELLING  PRICE  Subject  to  Retail  Price  Maintenance  2g  tube  -  £5.29  (PL  3/0304).  LEGAL  CATEGORY  P.  Further  information  available  on  requests 
A/ellcome  Medical  Division,  The  Wellcome  Foundation  Limited,  Crewe  Hall,  Crewe,  Cheshire.  DATE  OF  PREPARATION  May  1994  BQCD  92/02  *Trade  Mark  f; 


ptimism  fades  into  reality 

C&D's  Business  Trends  panel  delivers  the  fifth  of  its  quarterly  reviews  on  everything 
from  prescription  and  stock  volumes  to  OTC  sales  and  staffing  levels 


Forecasts  for  sales  in  the  first 
quarter  of  the  year  turned  out 
to  be  on  the  optimistic  side 
when  compared  to  the  actual 
figures  for  January  to  March. 

This  is  one  of  the  findings 
from  C&D's  fifth  Business 
Trends  Survey,  our  look  at  how 
pharmacy  has  fared  in  the  last 
three  months. 

Some  378  pharmacies  were 
invited  to  take  part,  with  241 
answering  questions  on  subjects 
from  profit  margins  and 
staffing  levels  to  vitamin  sales 
and  optimism  for  the  future. 

There  was  good  news  for  52 
per  cent  of  pharmacies  which 
reported  a  ri  se  in  the  volume  of 
NHS  prescriptions  handed  in 
from  January  to  March.  But 
that  was  not  expected  to 
continue  in  the  next  quarter,  as 
51  per  cent  of  respondents 
predicted  static  volumes. 

Higher  volumes  were  seen 
across  the  board  in 
independents,  group  head 
shops  and  branches.  But  it  was 
the  group  branches  that  were 
most  optimistic  about  the 
immediate  future. 

Larger  shops,  with  sales  over 
£1  million,  were  most  likely  to 
see  an  uplift  in  prescription 
volumes  although  mid-sized 
outlets  were  most  optimistic 
about  the  future. 

Increased  volumes  were  most 
likely  in  pharmacies  in  the 
South  West  and  least  likely  in 
Scotland,  but  the  survey 
showed  pharmacies  in  Wales 
and  the  North  East  the  most 
optimistic  for  the  next  quarter. 

In  the  front  shop 

Three  quarters  of  pharmacies 
saw  sales  (excluding  NHS  sales) 
level  off  or  drop  (73  per  cent), 
although  there  are  slightly 
higher  hopes  for  the  coming 
three  months.  While  37  per 
cent  of  outlets  anticipate  better 
sales,  40  per  cent  see  things 
staying  much  the  same  and  22 
per  cent  predict  sales  turnover 
will  fall  during  April  to  June. 

Independents  and  branch 
outlets  were  worst  affected 
during  the  first  quarter,  as  were 
outlets  at  both  ends  of  the 
turnover  spectrum  (ie  those 
with  sales  of  less  than  £350,000 
and  over  £1m). 

Like  previous  surveys,  there 
was  considerable  regional 
variation.  But  Scottish 
pharmacies  were  most  likely  to 
have  falling  sales  this  time  even 
though  they  were  top  of  the 
league  for  rising  sales  in  the 
run-up  to  Christmas.  That  prime 
position  went  to  pharmacies  in 
the  South  West.  Scottish 
pharmacies  (52  per  cent)  and 
those  in  the  Midlands  (43  per 
cent),  however,  were  the  most 
optimistic  for  the  coming  three 
months. 

Unit  sales  level 

The  average  unit  sale  stayed 
largely  the  same,  according  to 
56  per  cent  of  respondents, 


Volume  of  NHS  prescriptions 


Up 

52% 

Same 

51% 

Up 

Down 

Same 

32% 

16% 

29% 

Down 

17% 

January  to  March  1994 

Apr 

I  to  June 

1994 

Margins 


Same 


Same 


Up 

3% 


39% 


Down 


55% 


Up 

6% 


51% 


Down 


40% 


January  to  March  199' 


April  to  June  1994 


Sales  (excl.  NHS  prescriptions) 


27% 

Same 

Up 

40% 

Same 

Down 

37% 

33% 

40% 

Down 

22% 

January  to  March  1994  April  to  June  1994 


Number  of  people  employed 


Same 


Up 
8% 


80% 


Down 
10% 


Same 


Up 

5% 


85% 


Down 

8% 


January  to  March  1994 


April  to  June  1994 


with  more  pharmacies  coming 
round  to  this  way  of  thinking 
when  forecasting  April  to  June 
sales  (61  per  cent). 

Group  head  shops  were  most 
likely  to  agree,  as  were  those 
with  turnover  under  £350,000 
and  between  £500,000  and 


£999,000.  The  likelihood  of 
static  unit  sales  was  increased 
with  pharmacies  in  the  North 
East. 

Pharmacies  grossing  between 
£350,000-£500,000  experienced 
the  largest  increases  in  average 
unit  values. 


Stocks  away 

Although  stock  volumes  were 
lower  in  the  first  quarter  than 
at  the  end  of  1993  (-5),  the 
balance  was  not  as  bad  as 
retailers  had  predicted  (-8  — 
balance  =  "up"  percentage 
minus  "down"  percentage). 
Levels  are  expected  to  stabilise 
in  the  second  quarter  with  56 
per  cent  of  pharmacists 
forecasting  the  same  stock 
levels  as  the  previous  year. 

By  group,  stock  levels  in 
independents  have  stayed 
largely  static.  It  is  the  multiples 
where  lower  stock  levels  than 
last  year  are  being  seen.  This 
negative  trend  is  expected  to 
continue  into  the  next  quarter. 

In  regional  terms  stock  levels 
rose  more  in  the  North  West  in 
the  past  three  months  than 
other  areas,  while  stocks  fell  in 
the  Midlands. 

Stock  value  has  risen  for  42 
per  cent  of  those  surveyed 
compared  with  January-March 
1993,  which  is  much  higher 
than  previously  expected.  All 
pharmacies,  especially  the 
larger  ones,  predict  further 
growth  in  stock  values  in  the 
second  quarter.  Again, 
pharmacies  in  the  North  West 
predict  their  stock  values  will 
increase. 

Tight  margins 

Profit  margins  are  reported  to 
have  fallen  by  55  per  cent  of 
the  total  sample  in  the  first 
three  months  of  the  year:  just  3 
per  cent  saw  their  margins  rise. 
This  downward  trend  was 

Continued  on  p948 
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'As  a  natural  remedy  for  stress 
and  strain  KallllS  COIIieS 


highly  recommended." 


It's  not  surprising  that  many  of  your 
customers  often  suffer  from  periods  of  stress 
strain  and  sleeplessness,  and  generally  find  i 
difficult  to  cope.  That's  why  many  health 
professionals  recommend  Kalms.  Kalms  is  z 
traditional  herbal  remedy  made  from  pure 
plant  extracts,  and  is  not  known  to  be  habit- 
forming.  Kalms  help  relieve  periods  of  worr 
and  strain  and  promote  natural  sleep,  so  you] 
mers  can  feel  calmer,  more  relaxed  and 
ore  in  control. 

Help  your  customers 

Keep  Calm  Keep  Kalms 


Kalms  Tablets 

m      Relieves  periods  of  worrv 
a  irritability,  stresses  &  straii 
J       Promotes  natural  sleep. 

100  Tablets 

1 

you  would  like  a  free  copy  of  the  Kalms  "Guide  To  Ever> 
day  Stress  And  How  To  Cope  With  It,"  send  this  coupon  to: 
FREEPOST,  G  R  Lane  Health  Products  Ltd, 
Sisson  Road,  Gloucester  CL1  3QB. 

Please  print  in  block  capitals 


?xeryjday.  stress 
and  !to\\  to  ;,- 
cofig.WUk.il 


3 
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particularly  noted  in  group 
head  shops,  mid-sized  outlets 
and  those  in  the  Midlands  or 
the  South  East. 

The  future  does  not  look  any 
brighter,  say  the  vast  majority 
of  pharmacists  who  answered 
our  survey,  with  91  per  cent 
predicting  static  or  falling 
margins  until  the  end  of  June. 
Pharmacies  in  the  Midlands  and 
the  South  East  report  the 
largest  overall  fall  in  margins, 
while  the  North  West  are  the 
most  pessimistic  for  the  next 
quarter. 

Shelf  space 

Over  half  of  pharmacists  polled 
allocated  21-40  per  cent  of  their 
linear  shelf  space  to  OTC 
medicines.  Some  34  per  cent 
used  up  to  20  per  cent,  but  only 
1  per  cent  that  used  81-100  per 
cent  of  shelf  space  for 
medicines. 

Almost  three-quarters  of 
pharmacists  allowed  customers 
to  self-select  GSL  products.  And 
almost  a  third  used  up  to  20  per 
cent  of  their  shelf  space  for  this 
purpose. 

Product  analysis 

The  results  of  allocating  this 
shelf  space  to  various  product 
groups  was  also  analysed,  with 
the  following  results: 
Cosmetics  Overall,  sales  were 
static  or  fell,  with  pretty  much 
the  same  trend  continuing  until 
the  end  of  June.  Falling  sales 
were  most  prevalent  in  the 
largest  pharmacists,  in  group 
head  shops  and  in  the  South 
East.  The  most  optimistic 
pharmacies  for  this  range  of 
products  were  small 
independents  in  the  North  East. 
Fragrances  A  similar  trend  was 
seen  with  this  product  sector, 
but  sales  were  more  likely  to 
have  dropped  than  cosmetics. 
Again,  it  was  the  larger,  group 
head  shops  that  were  hit, 
especially  those  in  the  South 
East  and  Scotland. 
Toiletries  Settled  or  falling  sales 
set  the  theme  for  toiletries  at 
the  start  of  the  year,  although 
they  were  not  as  badly  hit  as 
fragrances.  Larger  shops  and 
those  in  Scotland  did 
particularly  badly,  but  the  Scots 
were  the  most  optimistic  about 
the  future. 

Babycare  Sales  stayed  static  in 
the  main,  although  29  per  cent 
of  respondents  reported  falling 
sales.  This  downturn  was  most 
pronounced  in  larger  shops  and 
especially  in  those  in  the 
Midlands. 

Dressings/surgical/sanpro  Level 
or  falling  sales,  signally  in 
independents,  in  larger  shops 
and  in  the  South  West, 
characterised  this  sector. 
Photoprocessing  Opinions  of 
how  this  sector  fared  at  the 
beginning  of  the  year  were 
split,  but  there  is  more 
optimism  for  the  future  than 
for  any  other  of  the  product 
areas  already  outlined.  Smaller 
shops  expect  to  do  particularly 
well,  as  do  those  in  the  North 
East. 

OTC  medicines  At  last,  good 
news  from  one  product  sector, 
with  49  per  cent  of  respondents 
noting  an  upturn  in  sales.  This 
trend  was  marked  in  group 


branches,  in  mid  to  large  shops 
and  in  the  North  East. 
Cold  remedies  Sales  of  these 
mainly  stayed  the  same,  a  trend 
that  was  expected  to  continue 
until  the  end  of  June. 
Pharmacies  in  the  South  West 
did  particularly  well  and  were 
expected  to  maintain  this  level 
in  the  next  quarter. 
Analgesics  Static  sales, 
although  strong  in  the  South 
West  characterised  the  first 
quarter.  Some  27  per  cent 
forsee  an  upturn  in  the  coming 
months. 

Indigestion/stomach  remedies 

Sales  rose  or  remained  level  in 
the  first  quarter  although  there 
appears  to  be  a  slight  shift 
towards  an  optimistic  second 
quarter. 

Vitamins  Pharmacists  predict 
sales  to  level  off  in  the  second 
quarter,  especially  in  shops 
turning  over  £500,000- 
£999,000  a  year. 

Staff  numbers 

There  is  good  news  for 
pharmacy  employees,  as  85  per 
cent  of  respondents  do  not  plan 
to  change  their  staffing  levels 
in  the  immediate  future.  Some 
8  per  cent,  however,  plan  to 
shed  staff.  Larger  branches  with 
turnover  of  more  than  £1m  are 
most  likely  to  have  cut  staff  this 
quarter,  and  the  group  most 
likely  to  over  the  next  three 
months. 

Larger  shops  and  group 
branch  shops  predict  the  most 
job  losses,  especially  those  in 
the  North  East.  Staff  numbers 
have  declined  steadily  over  the 
past  12  months,  with  predicted 
job  losses  tallying  closely  with 
the  actuality. 


Dressing/Surgical/Sanpro 

January  to  March  1994s 


Up  15%. 


Same  68% 


Down  15% 


Photoprocessing 

January  to  March  1994 


OTC  Medicines 

January  to  March  1994 


Up  49% 


Same  38%- 


Down  11%-j  ^T^r^. 


April  to  June  1994 


Up  12% 


Same  71% 


Down  12% 


April  to  June  1994 


Up  43% 


Down 

21% 


April  to  June  1994 


Up  38% 


Same  50% 


Down  10% 


Cold  remedies 

January  to  March  1994 


Down  21% 


Down  33%- 


Indigestion/Stomach 
upsets 

January  to  March  1994  j  ,  j 

Up  34%   '■■ 


Up  39%     \  Same  57%- 


Same  54% 


Down  7% 


.;.-"",„•,   Down  5% 


April  to  June  1994 


April  to  June  1994 


Vitamins   January  to  March  1994 


Up  29% 


April  to  June  1994 
 -Up  21% 


Down  20% 


Same 

58% 


Down 

19% 
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ADVERTISEMENT 


Aspirin  forges  new  advances 
in  clinical  medicine 


The  benefits  of  aspirin  have  king  been 
recognised,  with  earliest  reports  that 
Hippocrates  used  a  brew  of  willow 
leaves  (containing  salicin  -  a  precursor  of 
acetyl  salicylic  acid)  as  a  pain  killer 
around  the  4th  century  BC.  Today, 
aspirin  is  still  being  recommended  for  its 
powerful  analgesic,  anti-pyretic  and  anti- 
inflammatory effect.  But  as  we're 
discovering,  aspirin's  versatility  extends 
much  further,  with  many  new, 
potentially  life-saving,  clinical  appli- 
cations emerging  every  day. 

Researchers  now  know  that  aspirin 
works  by  inhibiting  the  synthesis  of 
prostaglandins,  chemical  mediators 
which  are  responsible  for  a  diverse 
spectrum  of  physiological  responses. 
Prostaglandins,  for  example,  arc- 
responsible  for  'the  inflammatory 
response'  -  the  characteristic  pain, 
swelling,  redness  and  heat  that 
accompany  tissue  damage.  They  also 
cause  blood  to  clot  by  encouraging 
platelet  aggregation. 

Aspirin's 

anti-platelet  effect 

Most  recently,  researchers  have  been 
focusing  their  attention  on  the  vascular 
and  other  implications  of  aspirin's  anti- 
platelet effect.  There  is  little  doubt  that 
low  dose  aspirin,  taken  prophylactically, 
can  prevent  thrombosis,  and  reduce  the 
risk  of  heart  attack  and  stroke'.  Aspirin  is 
now  being  investigated  for  its  potential 
use  in  other  clinical  areas  thought  to  be 
linked  to  the  prostaglandin  pathway. 


New  uses  for  aspirin' 

Pregnancy-induced  hypertension 
Foetal  growth  retardation 
Dementia 
Alzheimer's  Disease 
Colon  cancer 
Pregnancy  pre-eclampsia 

Diabetic  retinopathy, 
nephropathy,  neuropathy 
Pulmonary  embolism 

'  Currently  being  researched 


Aspirin's  role  in 
pregnancy 

Two  of  the  leading  causes  of  death  in 
utero  are  foetal  growth  retardation  and  a 
condition  called  pregnancy  toxaemia, 
which  affects  the  mother  by  causing 
dangerously  high  blood  pressure  and 
kidney  damage.  The  two  are  thought  to 
be  linked,  and  both  have  their  origins  in 
the  'spiral'  arteries  <  if  the  placenta. 

A  certain  amount  of  thrombosis  is 


"I  would  be  comfortable  with  GPs 
giving  low-dose  aspirin  at  12  weeks  to 
women  who  they  think  are  at  risk  of 
early  onset  pre-eclampsia". 


de  Swiet  M,  Monitor  Weekly  16  March  1994  8 


normal  in  these  vessels,  but  when  the 
degree  is  unusually  high,  blood  flow  to 
the  foetus  can  be  almost  completely 
blocked,  resulting  in  foetal  growth 
retardation,  or  toxaemia. 

The  Lancet  recently  published  the 
results  of  a  major  placebo-controlled  trial 
of  low-dose  aspirin  in  9,364  at-risk 
pregnant  women'.  Aspirin  was  found  to 


1]  week  old  foetus,  shutting  the  'spiral' arteries 
of  the  placenta 

reduce  significantly  the  likelihood  of 
preterm  delivery,  with  progressively- 
greater  reductions  in  proteinuric  pre- 
eclampsia the  more  pretenn  the  delivery. 
The  average  weight  of  all  babies  born  to 
women  allocated  aspirin  was  significantly 
greater  than  that  in  the  placebo  group. 
The  trial  also  found  that  aspirin  may 
prevent  early-onset  pre-eclampsia  in 
wi  mien  especially  at  risk,  particularly  if  it 
is  started  before  16  weeks'  gestation. 

Aspirin  in  bowel 
cancer 

Increasing  evidence  suggests  that 
high  levels  of  prostaglandins  in  the 
bowel  cause  colon  cancer.  Aspirin's 
inhibitory  effect  along  the  prostaglandin 
pathway  has  raised  speculation  that  it 
helps  prevent  some  cases  of  colon 
cancer.  It  is  also  postulated  that  aspirin 
acts  as  a  "free  radical  scavenger", 
effectively  mopping  up  these  potentially 
destructive  biological  particles.  More 
research  is  under  way  -  hopefully  aspirin 
will  offer  some  new  treatment  options  for 
this  potentially  fatal  condition. 

Aspirin  in 
dementia 

About  25%  of  people  over  the  age  of 
70  have  some  degree  of  "multi-infarct 


in  which  tiny  vessels  of  the 
blocked  by  clumps  of 


dementia" 
brain  art 
aggregated  platelets.  Aspirin  has  been 
shown  to  improve  the  condition  ol 
sufferers'.  These  encouraging  results 
have  led  to  the  implementation  ol  larger 
studies,  which  are  currently  in  progress. 

There  is  also  the  suggestion  that  the 
tragic  Alzheimer's  Disease  is  a  progres- 
sive inflammatory  process,  and  that 
sufferers  may  benefit  from  non-steroidal 
anti-inflammatory  drugs  like  aspirin.  It  is 
too  early  yet  to  make  recommendations, 
but  first  results  suggest  that  aspirin  may 
offer  some  real  hope. 

The  future  for 
aspirin 

Aspirin's  potential  for  prevention  and 
treatment  of  some  of  the  world's  most 


distressing  and  refractory  conditions  is 
becoming  increasingly  clear.  Ironically, 
one  ol  the  oldest  drugs  known  to  man  is 
now  providing  new  solutions  to  today's 
medical  problems.  As  the  list  of  potential 
benefits  of  aspirin  continues  to  grow,  it  is 
anticipated  that  even  more  people  will 
be  helped  by  this  versatile,  cost-effective 
and  remarkable  remedy  in  the  years 
to  come. 


References:  1.  BMJ  1994;  m  81-100  2.  Uncel  1')')  i, 
343  619-29  3. 1  Am  Gerialr.Soc  I9H9;  j7(6l  Vt'Mi 


THE  EUROPEAN  ASPIRIN 
FOUNDATION:  IMPROVING 
ASPIRIN  AWARENESS 

The  European  Aspirin  Foundation  aims  to 
increase  the  knowledge  and  understanding 
of  aspirin,  probably  the  world's  oldest  and  most 
widely  used  medicine. 
By  stimulating  the  distribution  and 
exchange  of  information  and  discussion 
on  all  aspects  of  aspirin,  including  current 
research  and  old  and  new  therapeutic  uses 
for  it,  the  European  Aspirin  Foundation 
helps  to  co-ordinate  current  world-wide 
awareness  and  increasing  medical  research 
interest  in  this  vitally  important  medicine. 
Aspirin  is  a  versatile  and  trusted  home  remedy 
with  a  long  history,  that  also  promises  important 
new  applications  in  medicine. 

Find  out  more  about  new  uses  for  aspirin 

by  completing  this  coupon  and  returning  to  the  European  Aspirin 
Foundation,  PO  Box  7,  Ripley,  Woking,  Surrey,  GU23  6YU 
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Strategy  of 

growth 

for  the 
independent 

David  Wafkinson,  marketing  manager  for 
AAH  Pharmaceuticals,  suggests  the  type  of 
approach  independent  pharmacists  who 
want  to  expand  their  business  might  find 
themselves  adopting  in  the  future 


As  with  any  type  of  bad  news, 
there  is  never  a  good  way  to 
present  it.  In  this  case,  the  bad 
news  is  that  independent 
pharmacists  are  facing  a  crisis 
which  requires  them  to  act  now 
or  risk  losing  market  share. 

Over  the  past  couple  of  years, 
hundreds  of  articles  have  been 
written  about  what  the 
independent  must  do  to  survive 
and  what  pressures  they  face.  In 
most  cases,  although  the  advice 
is  extremely  sound  and  given 
with  the  best  intentions,  it  is 
ignored. 

The  reasons  for  this  vary,  but 
usually  it  is  because  the 
majority  of  pharmacists  see 
themselves  as  exactly  that  — 
professional  pharmacists.  They 
do  not  consider  their  primary 
role  to  be  business  managers. 

At  present,  the  opportunities 
for  profit  growth  within 
dispensing  are  few  and  far 
between.  In  reality,  because  of 
the  new  direction  the  annual 
NHS  remuneration  package 
from  the  Government  is  taking, 
independents  are  more  likely  to 
see  a  reduction  in  their  profits 
from  this  sector.  It  is  quite 
evident  that  the  Government 
intends  to  not  only  reduce  the 
cost  of  the  nation's  drug  bill 
but  also  cut  the  cost  of 
delivering  drugs  to  the  patient. 

Undoubtedly,  there  are  going 
to  be  fewer  independent 
pharmacies  in  the  future  as  a 
result  of  the  present  economic 
climate  and  continuing 
competitive  pressure.  We  could 
be  seeing  a  crop  of  closures  in 
the  hundreds  if  not  thousands 
among  the  marginal  outlets.  It 
is  ever  harder  for  a  pharmacist 
to  achieve  profits  from 
pharmacy-only  business.  The 
NHS  remuneration  package  is 
now  moving  towards  a 
situation  where  monies  will 
only  be  paid  on  the  basis  of 
services  provided  rather  than 
the  number  of  scripts  handled 
or  the  old  cost  plus  basis. 

At  present,  and  indeed  under 
the  terms  of  the  new  package, 
pharmacists  do  end  up  making 
a  loss  on  some  items.  This 
should  not  be  a  major  problem 
because,  as  with  other 
businesses,  they  can  use  such 
"loss  leaders"  to  grow  their 
customer  base.  More 
importantly,  however, 
irrespective  of  whether  a  loss  or 
profit  is  made  on  a  particular 
item,  the  pharmacist  is  under 
an  obligation  to  fulfil  his  or  her 
role  as  a  provider  of  a  "health 
service". 

What  this  means  is  that 
pharmacists,  while  continuing 
to  fulfil  their  traditional 
dispensary  role,  must  also  look 
at  other  ways  of  ensuring  that 
their  business  remains 
profitable  and  achieves  future 
growth.  The  problem  is  that 
they  do  not,  on  the  face  of  it, 
appear  to  have  any  additional 
time  to  commit  to  this 
objective. 

Finding  the  time 

The  question  that  must  be 
asked  is  whether  pharmacists 
are  presently  using  their  time  to 
the  maximum  effectiveness?  If 
they  are  spending  more  time  in 
the  dispensary  perhaps  they 
should  look  to  their  trained 
dispensing  staff  to  take  on 


more  responsibility.  This  would 
then  leave  them  more  time  to 
manage  the  business. 

The  pressure  is  on  those 
pharmacies  doing  less  than 
1,500  script  items  per  year.  They 
must  act  now  and  make 
changes  as  well  as  introduce 
new  initiatives  in  order  to  boost 
their  businesses.  This  must  be 
done,  however,  in  the  context 
of  achieving  the  right  balance 
between  traditional  pharmacy 
and  front-of-shop  business.  For 
some  pharmacists  this  may 
mean  undergoing  a  complete 
culture  change. 


In  the  past  12  months,  the 
retail  pharmacy  industry  has 
undergone  major  changes. 
Take,  for  example,  the 
announcement  by  Boots  that  it 
is  opening  another  250  stores  in 
the  short-term:  that  is  the 
bottom  limit  of  their 
aspirations.  I  have  heard  figures 
in  excess  of  400  being  quoted. 
At  the  same  time,  the  leading 
supermarket  chains  have  all 
expressed  a  desire  to  establish 
in-store  pharmacies.  If  they  get 
contracts,  they  could  easily 
handle  five  or  six  times  the 
business  of  the  average 


independent.  There  will  come  a 
point  where  they  could 
marginalise  other  pharmacies  in 
their  catchment  area.  As  a 
group,  the  leading 
supermarkets  are  usually  very 
good  at  achieving  their 
objectives  and  are  also  a 
powerful  voice  within  the 
business  community. 

None  of  this  takes  into 
account  mail  order  services. 
There  is  no  reason  why  this  may 
not  develop  on  similar  lines  to 
appliance  suppliers,  should  the 
existing  legislation  be  changed. 

Not  so  bleak  ... 

Although  the  picture,  on  the 
face  of  it,  looks  rather  bleak, 
this  is  not  necessarily  the  case. 
The  independent  has  a  number 
of  major  advantages  which  it 
should  build  upon.  Retail 
pharmacy  is,  after  all,  one  of 
the  last  bastions  of 
independent  retailing. 

Firstly,  customers  who  use 
their  local  pharmacy  are  served 
by  human  beings  who  have 
been  trained  to  provide 
individual  help  and  advice.  It  is 
this  personal  touch  which  is  the 
main  difference  in  terms  of 
shopping  at  a  local  pharmacy 
and  an  out-of-town  retail 
complex.  This  is  because,  in 
general  terms,  such  a  complex 
will  have  a  catchment  area  of 
approximately  5,000  to  6,000 
homes.  In  contrast,  the  local 
pharmacy  will  be  looking  to 
serve  around  3,000  households. 

Research  clearly  indicates  that 
helpful  staff  in  local  pharmacies 
are  remembered  by  their 
customers.  This  is  because  they 
are  part  of  the  local  community 
and  pride  themselves  on 
developing  relationships  with 
their  customers,  for  example,  by 
remembering  the  customer's 
name  or  the  drugs/products 
they  come  in  for  on  a  regular 
basis. 

The  other  clear  advantage 
the  independent  has  is  overall 
flexibility  in  terms  of  product 
and  inventory  selection.  It  is 
much  easier  for  local 
pharmacists  to  gauge  the 
demands  of  their  local 
communities  and  plan  their 
inventory  accordingly. 

Despite  these  advantages, 
independent  pharmacists  must 
not  overestimate  their  chances 
of  successfully  competing  with 
the  supermarkets  or  multiple 
pharmacies  head-on.  If  people 
believe  this  will  be  an  easy  task, 
they  are  likely  to  be  proved 
wrong.  It  will  be  extremely 
difficult  and  will  require  not 
just  lip  service  but  an  on-going 
commitment. 

These  advantages  can  only  be 
built  upon  by  the  independent 
pharmacist  determined  to 
specifically  concentrate  on 
meeting  the  needs  of  his  or  her 
local  community.  Wholesalers 
can  provide  help  in  the 
healthcare  area,  but  it's  what 
the  proprietor  decides  to  do 
that  is  important. 

Strategic  options 

Basically  there  are  two  strategic 
options  the  pharmacist  can 
follow. 

The  first  is  the  "home 
healthcare"  route  which 

Continued  on  p952 
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Fever 


I  leadache 


1 


Migraine 


| —  Rheumatic  pain 


When  you  need  to  recommend  for 
headache  and  other  everyday  pains, 
think    of    Anadin.    the    UK's  leading 
aspirin  brand. 

The  analgesic,  antipyretic  and  anti- 
inflammatory actions  of  Anadin  give  fast 
and  effective  relief  to  indications  as  diverse 


as  toothache,  period  pain,  sprains  and 
muscular  strains. 
Shaped  and  coated  for  easier  swallowing, 
Anadin  offers  all  your  customers  tried  and 
trusted  pain  relief. 

So  whenever  a  customer  asks  lor  advice  on 
pain,    with    or   without  inflammation. 


consider  recommending  the  relief  of  Anadin 


TRIED     AND  TRUSTED 

ANADIN 

THE  UK'S  Nel  BRAND  OF  ASPIRIN 


ANALGESIC   ANTIPYRETIC   &  ANTI-INFLAMMATORY 


Product  Information  Active  Ingredient  Aspirin  Ph  Eur  325mg/caplet,  Caffeine  Ph  fur  15mg/caplei  Indications  Symptomatic  relief  of  sprains  strains,  rheumatic  pains,  sciatica,  lumbago,  fibrositis,  muscular  aches  and  pains,  jr  iint  swelling 
and  stiffness  Relief  of  headache,  migraine  neuralgia,  toothache  sore  throat,  period  pains  and  aches  and  pains  Contraindications  Peptic  ulceration  haemophilia,  concurrent  anti  coagulant  therapy,  aspirin  hypersensitivity 
Dosage  Instructions  Adults  and  the  elderly  One  to  two  caplets  every  four  hours  to  a  maximum  ol  twelve  caplets  in  any  24  hours  Children  under  12  years  Not  to  tie  gi\en  unless  instructed  by  a  physician 
Retail    Prices     -is    £0.38,    8s    £0.69,    12s    £0.94,    24s    £1.59,    48s    £2.39,    96s    £}  Product    Licence    Number     0165/0060     Legal    Category     GS1    (packs    up    to    25    caplets).    P    (packs    over    2S  caplets) 

Product  Licence  Holder  Whitehall  Laboratories.  Huntcrcombe  Lane  South.  Taplow,  Maidenhead.  Berkshire,  SL6  OPH  Date  Of  Preparation  22  February  1994  'Trademark 
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involves  providing  a  high  level 
of  service  to  the  local 
community,  including  home 
delivery  of  medicines  and 
products.  It  also  requires  close 
alignment  with  other  local 
healthcare  professionals  such  as 
GPs,  district  nurses  and 
midwives. 

The  main  objective  for  the 
pharmacist  here  is  to  develop  a 
clear  understanding  of  what 
health  services  and  products 
patients  in  the  local  area  want. 
For  example,  if  it  is  a 
community  with  a  high 
proportion  of  elderly  people, 
then  items  such  as  special 
non-slip  bath  mats,  bath  seats, 
walking  sticks,  wheelchairs  and 
incontinence  products  will  be 
particularly  relevant. 

Services  such  as  blood 
pressure  monitoring,  diabetic 
counselling,  cholesterol  testing, 
or  the  provision  of  home  nurses 
and  carers  may  also  be 
required. 

Lateral  thinking 

Pharmacists  who  wish  to 
depend  on  healthcare  income 
need  to  do  some  lateral 
thinking.  What  is  happening  at 
their  local  FHSA,  what  can  they 
plug  into.  Some  independents 
have  tended  to  bury  their  heads 
hoping  the  Government  will 
look  after  them. 

The  other  strategic  option  is 
to  concentrate  on  developing 
an  inventory  which  is 
appropriate  to  the  specific 
catchment  area  with  particular 
emphasis  on  non-known  value 


products.  By  this  we  mean 
products  with  a  non-known 
market  price. 

Toothpaste  war? 

For  example,  most  customers 
will  be  aware  that  they  can  buy 
a  small  tube  of  Colgate 
toothpaste  for  a  market  price 
of  72p.  The  difference  between 
buying  it  in  the  supermarket  or 
from  the  local  pharmacy  is  that 
the  former,  because  it  buys  in 
such  large  quantities,  can 
sustain  the  market  price.  The 
independent,  however,  in  order 
to  stay  in  business,  needs  to  sell 
the  toothpaste  at  a  higher  price 
because  of  the  lower  volumes 
that  pass  through  his  or  her 
pharmacy. 

Because  it  is  a  known  value 
item,  the  consumer  will  not  be 
as  willing  to  pay  a  higher  price 
and  will  tend  to  buy  their 
toothpaste  from  the 
supermarket.  They  will  only  use 
the  pharmacy  as  a  last  resort  or 
for  local  "damn  I  forgot  it" 
shopping,  neither  of  which 
provide  a  good  basis  for 
business 

Based  on  this,  it  therefore 
makes  sense  for  the 
independent  to  look  at 
products  which  his  or  her  local 
community  specifically  need  but 
which  are  non-known  value 
items  and  also  not  available 
from  other  local  retailers  or 
supermarkets.  In  some  cases, 
this  may  mean  stocking  items 
and  offering  services  which 
have  not  traditionally  been 
available  from  retail 
pharmacies. 

For  example,  opening  a 


coffee  shop  in  a  pharmacy 
which  is  within  walking 
distance  of  the  main 
supermarket  or  local  library.  Or 
they  may  choose  to  establish  a 
cosmetics/perfume  counter  to 
rival  those  of  the  big 
department  stores  in  "town", 
or  introduce  a  mini-lab.  What 
changes  the  pharmacist  chooses 
to  make  will  depend  largely 
upon  his  or  her  local 
community. 

Catchment  area 

Which  of  the  two  strategic 
options  the  independent 
chooses  to  follow  —  "the  home 
health"  or  the  "specific 
inventory"  route  —  will  also 
depend  on  the  location  of  the 
pharmacy.  For  example,  if  the 
pharmacist's  catchment  area  is 
a  remote  village,  then  he  or  she 


will  sell  a  much  larger  range  of 
known  value  items  compared  to 
an  inner  city  outlet  because  of 
the  lack  of  competition.  In 
contrast,  a  pharmacy  in  a 
tourist  area  may  need  to 
include  items  such  as  postcards, 
stamps  and  gifts  in  its 
inventory. 

Fine  line 

The  risk  here,  however,  is  that 
the  message  being  given  out  by 
the  pharmacy  is  not  one  in 
keeping  with  that  of  a 
professional  health  service 
provider.  In  looking  to  develop 
the  front-of-shop  business, 
pharmacists  walk  a  very  fine 
line. 

On  the  one  hand,  they  must 
fulfil  and  indeed  promote  their 
role  as  pharmacists  to  ensure 
that  they  not  only  meet  their 
professional  obligations  but 
also  prevent  any  drop  in  income 
due  to  a  reduction  in 
prescription  business  or  because 
the  FHSA  does  not  view  them  as 
a  member  of  the  local  health 
team. 

At  the  same  time,  the  retail 
side  of  the  business  will  need  to 
be  developed  and  specifically 
shaped  to  suit  the  particular 
location  in  order  to  grow  the 
overall  customer  base. 

Whatever  route  independent 
pharmacists  choose,  the  one 
thing  they  must  not  do  is  sit  still 
and  take  no  action.  Although 
many  pharmacists  will  argue 
that  this  is  what  they  have 
always  done  in  the  past,  this 
would  be  a  very  dangerous 
strategy  to  adopt  now  or  in  the 
future. 


IMPORTANT 
ANNOUNCEMENT 

TBRITAdJ§©T 

aponwphine  hydrochloride 

Britannia  Pharmaceuticals  wishes  to  inform  all 
pharmacists  that  the  only  licensed  apomorphine  preparation 
for  the  management  of  refractory  motor  fluctuations  in 
Parkinson's  disease  is  Britaject  injection. 

This  product  is  available  directly  from 

BRITANNIA  PHARMACEUTICALS  LIMITED 

Forum  House,  41-51  Brighton  Road,  Redhill,  Surrey  RH1  6YS. 
Tel:  0737  773741.  Fax:  0737  762672. 
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powerful  anti-inflammatory  agent 

Beconase®  Hayfever  "  -  for  the  relief  of  seasonal 
'gic  rhinitis  (hayfever)  -  is  the  first  anti-inflammatory 
anasal  corticosteroid  available  without  prescription, 
a  logical  treatment  for  the  inflammator)'  response 
tollen 1  that  leads  to  hayfever  symptoms. 

oviding  proven  relief 

Beconase'5'  Hayfever, M  which  has  been  shown  to 
vide  better  overall  control  of  hayfever  symptoms  than 
h  terfenadine  and  sodium  cromoglycate,2  5  starts 
king  immediately  building  up  to  its  maximum 
tective  effect  over  2  to  3  days. 


WHY  THIS 
SUMMER 
COULD  MEAN 
NEW  FREEDOM 
FOR  YOUR 
HAYFEVER 
CUSTOMERS  k 


FREEDOM 
FROM  V 
HAYFEVER  1 


table  for  majority  of  adult 
ferers 

This  direct  action  and  powerful  relief  means 
can  recommend  Beconase'5'  Hayfever'"  with 


Beconase 


confidence  as  a  first-line  treatment  to  the 
4  out  of  5  hayfever  sufferers  who  have  mostly 
nasal  symptoms.4 

Easy-to-use  with  wide  margin 
of  safety 

Furthermore,  the  twice-daily  atomised 
dose  of  Beconase'51  Hayfever'"  gives  continuous 
relief  from  the  symptoms  of  hayfever  without 
causing  drowsiness  or  interacting  with  other 
medicines  or  alcohol. 

New  freedom  from  hayfever 

Beconase'5'  Hayfever'"  -  utilising  power 
previously  available  only  on  prescription  - 
means  new  freedom  for  hayfever  sufferers  from 
the  start  of  their  symptoms  this  summer. 


POWER  PREVIOUSLY  AVAILABLE  ONLY  ON  PRESCRIPTION 


WARNER 
LAMBERT 
HEAL  TH  CARE 


Allen  8,  Hanburys 

Distributed  by  Warner  Lambert  Health  Care  All  medical  enquiries  to  Allen  esr  Hanburys  Limited,  Uxbridge,  Middlesex  LJB11  1BT 

Beconase®  and  Beconase'"  Hayfever™  are  trade  marks  ol  the  Glaxo  Groi)p  ol  Companies 
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ORGANICS.  THE  THIRD 
GENERATION  OF  HAIRCARE. 


1st  GENERATION:    Only  work  on  the  surface  of 

external  hair 


2nd  GENERATION:  Can  penetrate  the  external  hair 

 ^  fibre  to  work  from  within 

—^1—  (eg  products  which  contain 

pro-Vitamin  B5) 

Organics  goes  one  step  further, 
working  where  it  really  matters  - 
at  the  root,  the  life  source  of  hair, 
where  healthy-looking  beautiful 
hair  begins 

From  the  Elida  Hair 
Institute,  Paris,  comes 
Organics,  a  revolutionary 
new  root  nourishing 
haircare  range  containing 
an  essential  hair 
nutrient,  Qlucasil™* 


3rd  GENERATION: 


lNICS.  root  nc 


Organics9  unique  formulations  combine  Qlucasil 
with  special  polymers  to  actively  strengthen  hair 
from  root  to  tip. 

Organics  leaves  the  hair  looking  radiantly  healthy, 
full  of  life  and  body. 

Organics  formulations  have  been 
independently  proven  to  deliver 
superior  performance  compared  to  the 
current  market  leading  formulations* 

£10  MILLION  TOTAL  SPEND 
ON  TV,  CINEMA,  PRESS,  POSTERS 
AND  PR  IN  THE  FIRST  6  MONTHS. 

This  is  by  far  Elida  Qibbs'  biggest  ever  launch 
package  and,  because  it's  taking  place  over  a 
concentrated  period  of  just  6  months,  the  impact  of 
the  message  on  the  market  will  be  enormous* 

The  campaign  will  give  Organics  an  estimated 
25%  'share  of  voice9  (in  other  words  a  quarter  of  all 
haircare  advertising  between  now  and  Christmas 
will  be  for  Organics)* 


URISHING  HAIRCARE. 

m. 


There  is  also  a  massive  door-drop  of  triple  sample 
sachets  to  18,000,000  homes. ..that's  85%  of  all 
UK  households. 

Nothing  builds  a  brand 
quite  as  quickly  as  free 

impling  and  this  will  be^ 

e  biggest  single  haircare} 

mpling  operation  ever! 

As  well  as  TV,  cinema,  press  and  posters, 
n  extensive  PR  campaign  will  target  consumers 

ad  hair  professionals  alike,  telling  them  about 

e  benefits  of  Organics  and  explaining  the 

reakthrough  root  nourishing  action. 

There  are  also  50ml  trial  sizes  available  (while 
ocks  last)  and  lots  of  high-impact  in*store  display 
taterial  to  support  the  launch. 


ORGANICS 

ROOT  NOURISHING 
SHAMPOO 


This  is  a  premium  priced  range  with 
a  real  benefit  which  we  know  both  men 
and  women  are  looking  for. 

There  are  three  shampoos  (in  200ml 
and  300ml)  and  three  conditioners 
(200ml)  to  match  the  three  key  hair 
types,  plus  two  2  in  1  variants  (in 
200ml  and  300ml)  and  three  specialist 
intensive  conditioning  treatments 
which  address  specific  hair  needs. 

Organics  is  all  set  to  inject  new  life 
into  the  hair  care  market. 


ORQANICS  -  THE  NEXT  GENERATION 
OF  SALES  AND  PROFITS? 


STRONG 
HL-AUHY  HAIR 
FROM  THE 


NORMAL  HAIR 

for  fioqutml  use 


ORGANICS 

A  NEW  GENERATION  IN  HAIRCARE 


Elida  Gibbs 

LEADERS  IN  PERSONAL  CARE 


A  disease  called  pain 


Pain  has  long  since 
ceased  to  be  regarded 
as  a  hidden  symptom  of 
disease,  which  relied  on 
description.  It  is,  in 
fact,  a  disease  in  itself 
which  has  the  potential 
to  kill.  Veronica  Rose 
looks  at  some  recent 
research 

Much  of  our  knowledge  on 
analgesia  owes  its  existence  to 
the  International  Association 
for  the  Study  of  Pain,  which 
celebrates  its  21st  birthday  this 
year.  There  are  now  33,000 
members  in  66  countries  across 
all  five  continents. This  purely 
research-based  Association  has 
produced  a  plethora  of 
information.* 

An  unpleasant  sensory  and 
emotional  experience 
associated  with  actual  or 
potential  tissue  damage  is  an 
acceptable  description  of  a 
challenging,  complex,  but 
infinitely  interesting,  disorder. 
It  is  subjective,  a  different 
experience  for  each  individual 
and  depends  on  a  multiplicity 
of  factors  in  onset,  duration 
and  management. 

The  foundation  of  pain  clinics 
in  the  UK  in  1951  also  produced 
evidence  that  we  should  treat 
the  patient,  before  the  disease 
or  pain.  The  aim  is  to  give  time 
to  talk,  rather  than  to  prescribe 
immediately. 

Descriptive  thresholds  for 
pain  are  focussed  on  four  levels, 
from  the  low  pain  threshold  to 
the  high  tolerance  level.  These 
can  also  change  according  to 
prevailing  conditions.  A  patient 
who  normally  claims  a  high 
pain  tolerance  level  may  find 
this  markedly  reduced 
following  a  personal  crisis. 

Much  research  suggests  that 
our  ability  to  manage  pain  is 
carved  in  childhood 
experiences.  The  stiff  upper  lip, 
"no  sympathy  from  me"  child 
grows  to  maturity  with  a 
relatively  high  pain  tolerance 
level,  but  this  can  change  in 
personal  crisis. 

The  treatment  of  pain  in 
children  and  adolescents 
has  been  well  documented  in 
the  past  six  years  and  the  IASP 
is  now  trying  to  establish 
protocols  for  treating  pain  in 
the  elderly. 

Pain  in  children 

Research  undertaken  in  Britain 
during  the  mid-1980s  looked  at 
variables  in  36  full-term 
neonates  undergoing  surgery. 
A  markedly  better  response  was 
seen  among  babies  given 
halothane.  There  was  a 
decreased  stress  response,  a 
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better  post-operative 
performance  and  less  analgesia 
was  required. 

The  non-halothane  group 
showed  increased 
hyperglycaemia  and  heart  rate, 
accompanied  by  tachycardia. 
There  was  a  higher  stress 
response  and  an  unstable 
post-operative  level.  From  this 
it  was  deduced  that  nociceptors 
were  present  at  birth. 


Further  research  has  shown 
that  the  pain  pathways  begin 
to  mature  during  gestation, 
from  approximately  the  20th 
week,  and  are  fully  established 
by  birth. 

The  infant's  physiological 
response  to  pain  includes 
changes  in  the  heart  rate  and 
blood  pressure,  sweaty  palms 
and  behavioural  reactions. 
Babies  in  pain  are  restless, 
insomniac  and  have  a 
continuous  facial  expression  of 
suffering.  They  do  not  suckle 
well  and  are  unresponsive  and 
inconsolable.  They  are  agitated 
and  flex  their  fingers  and  toes 
excessively.  Babies  undergoing 
painful  procedures  arch  their 
backs  and  attempt  to  move 
away  from  the  offending 
object. 

Pain  in  neonates  can  also 
have  long-term  effects.  Studies 
of  babies  subjected  to  repeated 
heel  pricks  for  tests,  show  not 
only  that  the  site  becomes 
sensitive  and  the  pain  threshold 
lowered,  but  the  pain  can 
spread  from  there  to  the  ankle 
and  leg. 

Eutectic  lidocaine/prilocaine 
cream  (EMLA)  was  introduced 
as  a  method  of  applying  local 
anaesthesia  to  potential  needle 
sites  before  injection  and 
insertion  of  intravenous  needles 
in  both  the  infant  and  the  frail 
elderly.  Applied  60  minutes 
before  skin  intrusion,  the  cream 
was  intended  to  reduce  or 
negate  pain. 

Interest  in  EMLA 

Since  then  there  has  been  a 
growing  interest  in  the  use  of 
EMLA  for  many  other  pain 
experiences,  including  patients 
with  post-herpetic  neuralgia 
(PHN).  These  sufferers  are 
mostly  elderly  and  have  proved 
a  considerable  challenge  as 
many  of  the  drugs  of  choice  are 
not  recommended  in  this  age 
group. 

However,  as  long  ago  as 
1929,  a  doctor  attempted  to 
treat  ophthalmic  PHN  with  an 
injection  of  procaine  into  the 
suborbital  nerve,  bringing 
complete  relief.  More  studies 
are  under  way  to  better 
establish  the  effectiveness  of 
EMLA  in  PHN. 

If  the  spectrum  of  uses  for 
this  local  anaesthesia  increases, 
the  pharmacist  may  well  be 
called  on  to  demonstrate  its 
application.  Nurses  have  been 
known  to  question  its  ability  to 
control  pain,  and  there  is 
evidence  that  it  is  not  always 
applied  correctly.  Once  the 
cream  is  applied,  the  site  should 
be  covered  by  an  occlusive 
dressing.  As  the  anaesthetic 
action  lasts  for  only  two  hours, 
the  addition  of  an  analgesic 
such  as  codeine  could  enhance 
its  duration. 

In  the  Stupes  study  (1992), 
crushed  acetylsalicylic  acid 
mixed  with  20-30  ml  of  diethyl 
ether  was  applied  locally  to  28 
sufferers  with  acute  herpetic 
neuralgia  (AHN)  and  17  with 
PHN.  The  results  were 
encouraging. 

Other  drugs 

Other  drugs  were  then  tried. 
These  included  diclofenac  and 
indomethacin,  with  similar 
results.  Another  study  used 


indomethacin  on  a  medicated 
cloth,  which  proved  equally 
effective.  The  cautionary  note, 
if  these  methods  are  used 
long-term,  is  that  these 
analgesics  may  be  absorbed  and 
cause  gastro-intestinal 
problems. 

During  discussions  about 
analgesia,  one  point 
continuously  emerges.  We  have 
some  good  drugs  which  are 
capable  of  producing  high 
levels  of  pain  relief,  but  many 
are  not  used  as  effectively  as 
they  could  be. 

Non-analgesics 

We  also  have  some  surprises. 
One  is  trigeminal  neuralgia,  a 
pain  of  such  exquisite  intensity 
it  defies  description.  Repeated 
studies  have  shown  that  there  is 
no  analgesia  strong  enough  to 
produce  pain  relief  for  these 
sufferers.  Yet  80  per  cent 
receive  total  relief  from 
standard  anti-convulsant  doses 
of  carbamezapine. 

This  has  prompted 
researchers  to  hypothesise  that 
since  this  drug  has  no  analgesic 
effect  for  the  large  majority  of 
painful  conditions  not 
associated  with  nerve  damage, 
it  targets  a  pain  generating 
mechanism  which  is  relatively 
specific  to  this  disease  (Fields  ef 
al). 

The  use  of  drugs  not 
designated  for  analgesia  has 
proved  a  major  advance  in  pain 
control.  These  include 
anti-depressants, 
anti-convulsants  and  other 
membrane  stabilising  drugs  for 
neuropathic  symptoms.  Muscle 
relaxants  are  valuable  for 
spasms,  and  tranquillisers  — 
such  as  benzodiazepines  used 
judiciously  —  are  also 
beneficial,  particularly 
pre-operatively. 

Biphosphonates  have  shown 
value  in  treating  osteoporosis, 
particularly  in  easing 
osteoporotic  back  pain,  and 
research  studies  are  looking  at 
their  role  in  bone  pain. 

Analgesic  effects  have  also 
been  noted  in  drugs  which  act 
on  the  noradrenaline  receptors 
of  the  sympathetic  nervous 
system.  The  antihypertensive, 
clonidine,  has  analgesic 
properties,  but  the  high  dosage 
necessary  for  pain  relief  may 
lower  the  blood  pressure  to 
unacceptable  levels. 

Guanethidine  is  another 
antihypertensive  which  acts  by 
depleting  and  inhibiting 
reformation  of  noradrenaline  in 
post  ganglionic  nerve  endings. 
These  drugs,  together  with 
propranolol,  are  still  in  animal 
studies  as  futur  potential 
analgesics. 


Opioids 


Opioids  have  become  drugs  of 
choice  for  many  non-cancerous 
conditions  and  have  still  to 
realise  their  potential  in 
analgesia.  The  discovery  that 
the  body  manufactures  its  own 
opioid  substances,  now  known 
as  endorphins  and  enkephalins, 
was  followed  recently  by  the 
cloning  of  the  mu  kappa  and 
delta  compounds.  Opioid 
receptors  have  now  been 
discovered  in  the  beta  cells, 
T-helper  cells  and  macrophages 
of  the  immunological  system. 


Analgesics  such  as 
methadone,  morphine  and 
fentanyl  continue  with  their 
recognised  roles  in  pain  relief. 

However,  one  drug  causes 
some  anxiety.  Pethidine,  which 
is  of  enormous  value  in  renal 
and  biliary  colic,  should  not  be 
used  in  managing  sickle  cell 
crisis.  This  is  another 
excruciatingly  painful 
condition,  caused  by  the 
clubbing  together  of  blood  cells 
(sickling),  believed  to  occur  as  a 
result  of  vaso-occlusion  in  bone 
marrow.  The  pain,  sudden  in 
onset,  is  of  a  gnawing, 
throbbing  character. 

Pethidine  has  a  limited 
plasma  elimination  half  life.  To 
be  effective  it  requires 
prescription  at  a  very  high 
titrated  dose  and  at  frequent 
intervals.  Dose-related  central 
nervous  system  stimulation  can 
lead  to  tremors,  muscle 
twitching,  hyperactive  reflexes 
and  convulsions. 

The  story  of  pain 
management  will  run  and  run, 
and  many  unexpected  drugs 
will  come  under  scrutiny.  Over 
21  years  we  have  come  a  long 
way,  but  there  are  still  too 
many  pain  sufferers  throughout 
the  world. 

*  Louisa  Jones,  secretary, 
International  Association  for 
the  Study  of  Pain,  909  NE  43rd 
Street,  Suite  306,  Seattle  WA 
98105-6020. 
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A  market  on  the  increase 


Independent  research  for 
Sterling  Health  showed  that 
during  the  past  year  almost  a 
third  of  a  million  people  have 
become  new  users  of 
analgesics. 

One  reason  could  be 
Government  pressure,  which 
encourages  GPs  to  recommend 
patients  to  self-medicate  for 
minor  ailments. 

The  market  —  which  is  still 
the  largest  in  OTC  medicines  — 
grew  8.2  per  cent  to  reach 
£195.6  million  in  1993, 
according  to  Sterling  Health. 

The  main  trend  is  towards 
"strong"  and  combination 
analgesics.  Sterling  Health's 
figures  show  that  combination 
products  are  the  fastest 
growing  category,  with  a  6  per 
cent  increase  in  market  share. 
Aspirin-based  products  have 
lost  6  per  cent  share,  while 
paracetamol  and  ibuprofen 
remain  constant. 

Paracetamol  still  accounts  for 
the  most  sales  and  about  30  per 
cent  of  the  total  analgesics' 
market  is  own-label,  according 
to  Unichem. 

Warner-Lambert  Health 
Care's  figures  show  a  10  per 
cent  volume  and  17  per  cent 
value  growth  in  the  analgesics' 
market  as  a  whole  in  the  year 
to  January.  Combination 
analgesics  have  grown  nearly 
14  per  cent  in  volume  and  22 
per  cent  in  value.  Codeine/ 
paracetamol  combinations  have 
grown  even  more. 

Says  group  product  manager 
Nick  Evans:  "Consumer 
demands  reveal  a  significant 
shift  towards  stronger,  more 
effective  pain  relief  to  match 
the  pace,  stress  and  demands  of 
a  modern  lifestyle." 

Sterling  Health  say  that  Boots 
and  the  large  superstores 
increased  their  distribution 
share  by  1.5  per  cent  and  3.6 
per  cent  respectively  between 
1990  and  1993.  These  increases 
seem  to  be  at  the  expense  of 
other  pharmacies  and 
drugstores. 

But  figures  from  Whitehall 
Laboratories  suggest  that  the 
trend  from  pharmacies  to 
grocers  is  being  reversed. 
Between  January  1993  to  1994, 
independent  pharmacies 
increased  their  share  of  total 
market  sales  from  42.6  per  cent 
to  44.3  per  cent.  Increases  have 
also  been  seen  in  the  pharmacy 
multiples. 

Reckitt  &  Colman,  too,  report 
that  the  pharmacy/drugstore 
sector  is  growing  faster  than 
the  grocery  trade,  with  the 
former  taking  65  per  cent  of 
total  sales. 

Success  stories 

Roche  Consumer  Health  put  a 
value  of  £45m  on  the  strong 
analgesics'  market,  in  which 
Paracodol  is  number  three. 

Other  manufacturers  also 
report  encouraging  news  for 
their  brands.  Napp  Laboratories 
say  that  Paramol  has  increased 
its  share  of  the  strong 
analgesics'  sector  by  1.4  per 
cent  to  4.8  per  cent.  It 
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New  products,  price  rises,  POM  to  P  switches  and 
a  high  incidence  of  colds  and  flu  last  year  helped 
to  boost  the  analgesics'  market 


continues  to  be  one  of  the 
analgesics  most  frequently 
recommended  by  pharmacists. 

Sterling  Health's  Panadol 
Ultra  has  claimed  1 .2  per  cent 
of  the  P  market  in  only  a  few 
months  after  its  launch.  It  has 
also  had  a  positive  impact  on 
sales  of  other  Panadol  variants, 
which  the  company  attributes 
to  the  success  of  the  television 
advertising. 

"Many  users  treat  from  a 
repertoire  of  brands,  choosing 
certain  remedies  for  certain 
occasions,"  they  say. 

Solpadeine  was  helped  by  the 
launch  of  a  tablet  variant  and 
enjoyed  its  highest  ever  share 
of  the  P  analgesics'  market  in 
1993,  with  volume  sales  up  28 
per  cent  year  on  year.  Tablet 
formats  account  for  nearly 
two-thirds  of  the  total  market 
for  analgesics,  say  Sterling 
Health,  and  Solpadeine  tablets 
are  already  the  fourth 
best-selling  analgesic  variant  in 
independent  pharmacy. 

Compound  analgesics  are 
another  fast-growing  area,  say 
Whitehall  Laboratories.  Sterling 
sales  of  Anadin  Extra  96-pack 
rose  36.5  per  cent  in  the  year  to 
February.  Putting  GSL  products 
on  self-selection  display  in  the 
pharmacy  has  boosted  sales  of 
Anadin  Extra  12-pack  which  has 
increased  its  sales  by  nearly  31 
per  cent  since  this  policy  was 
adopted. 

Migraine 

Sterling  Health  estimate  the 
market  for  migraine  treaments 
to  be  worth  £1 3m.  As  there  are 
only  two  specific  OTC  products 
in  pharmacy  —  Migraleve  and 
Femigraine  —  there  is  a  high 
usage  of  the  stronger  analgesics 
in  this  condition. 

It  was  feared  that  the  launch 
of  Imigran  would  have  a  major 
impact  on  the  OTC  market,  but 
Sterling  Health  believe  its 
expense  means  it  will  probably 
be  prescribed  mainly  for 
frequent  or  severe  migraine 
sufferers. 

New  sector 

Whitehall  Laboratories  have 
introduced  a  new  sector  to  the 
UK  analgesics'  market  with  the 
launch  of  Anadin  All  Night. 

This  sector  is  still  relatively 
new  in  the  USA  —  about  three 
to  four  years  —  but  has  already 
taken  7  per  cent  of  their  $1 
billion  analgesics'  market  and  is 
showing  excellent  year  on  year 
growth. 

Junior 

The  paediatric  sector  is  growing 
more  than  the  analgesics' 
market  as  a  whole. 

Seton  Healthcare  put  a  value 
of  £27. 4m  at  rsp  on  junior 
analgesics.  This  represents  19 
per  cent  value  growth  and  12 
per  cent  volume  growth  year 
on  year. 


The  three  largest 
paracetamol  suspension  brands 
are  Calpol,  Disprol  and 
Cupanol.  There  is  a  trend  to 
sugar-free  variants  and  last  year 
over  half  the  total  sales  were 
sugar-free. 

Last  November  the  Selected 
List  review  resulted  in  most 
manufacturers'  original  packs 
becoming  non-prescribable. 
Following  this  change,  Seton 
Healthcare  launched  Cupanol 


brand  will  concentrate  on  its 
superiority  in  relieving  fever  as 
well  as  its  efficacy  in  pain  relief 
(see  Counterpoints,  May  28). 

Topicals 

The  topical  pain  relief  market  is 
currently  worth  £21  m  at  rsp, 
according  to  Zyma  Healthcare. 

The  rubs  and  creams  segment 
is  the  largest  (65  per  cent  value 
market  share  and  sales  of 
£14m).  A  12  per  cent  volume 
and  22  per  cent  value  growth  in 
the  past  year  is  attributed  to 
the  introduction  of  new  topical 
non-steroidal  anti-inflammatory 
agents,  such  as  Proflex  Pain 
Relief  cream,  which  have 


Disprin  support  includes  a  £500,000  Press  campaign 


paediatric  100ml,  150ml  and 
200ml  paracetamol  suspension 
which  is  priced  at  Drug  Tariff 
level  and  can  be  dispensed 
against  open  prescriptions. 

Crookes  Healthcare  have  just 
given  pharmacists  another 
choice  of  analgesic  ingredient 
to  recommenafor  children 
between  one  and  12  years  old. 
The  switch  of  Junifen 
suspension  from  POM  to  P  and 
the  introduction  of  an  OTC 
100ml  pack  means  pharmacists 
can  now  offer  ibuprofen  as  an 
alternative  to  paracetamol. 

Crookes'  promotion  of  the 


invested  heavily  in  consumer 
advertising  over  the  past  nine 
months. 

Topical  NSAIDs  now  account 
for  50  per  cent  of  sales  at  rsp, 
and  continued  investment  is 
expected  to  keep  the  market 
buoyant. 

Proflex  Pain  Relief  cream  is 
being  introduced  in  larger  (30g) 
tubes,  whose  price  will  remain 
the  same  as  the  previous  25g, 
bringing  Proflex  into  line  with 
its  main  competitors.  An 
in-pack  leaflet  includes  further 

Continued  on  p965 
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It  took  a  pharmacist  to 
discover  the  answer 
to  migraine 


Migraleve  was  discovered  by  a  community 


/  i 


pharmacist  who  understood  migraine  because  he 
suffered  it  himself. 

No  wonder  it  is  the  answer  to  so  many 
women's  prayers. 

And  no  wonder  Migraleve  is  now  the  most 
popular  migraine  specific  treatment  with  combined 
prescription  and  over-the-counter  sales. 

With  a  £1M  TV  &r  Press  campaign  starting 
in  Apnl,  make  sure  customers  can  see  this 
profitable  brand. 

Call  Lissi  on  0420  84801  for  details  of  a 
special  order  bonus 
offer  with  free  pre- 
packed dispensers. 


Migraleve 

Pink  tablets  -  Buclizine  hydrochloride  6.25mg,  paracetamol  500mg,  codeine 
phosphate  8mg,  Yellow  tablets  -  Paracetamol  500mg,  codeine  phosphate  8mg. 

Now  the  No  1  NHS/OTC  brand  in 
the  strong  analgesic  sector 


Charwell  Pharmaceuticals  Ltd,  Charwell  House,  Wilsom  Road,  Alton,  Hampshire  GU34  2TJ 


£lMNOWon 
TV  &  Press 


m 


There  are  seven 
million  customers 
who've  dreamed 

of  this. 


For  the  seven  million  people 
who  suffer  from  night-time 
pain,  new  Anadin  AH  Night 
could  come  as  a  welcome 
relief. 


ANADIN "  ^jjjggi 

A  revolution  in  night-time  pain  relief. 


side-effects.  This  sustained 
analgesia  permits  pain-free 
sleep  without  early  morning 
drowsiness. 

Anadin  All  Night  is  being 


Unlike  most  analgesics,  supported  by  a  £1.7  million 

which  need  to  be  taken  every  4  hours.  Anadin  All  Night  is  a  unique  launch  campaign  on  TV  and  national  press  with  extensive 

controlled  release  aspirin  formulation,  specifically  designed  to  pharmacy  education  and  point  of  sale  materials.  For  seven  million 

relieve  pain  throughout  the  night.  people  this  could  be  the  pain  relief  of  their  dreams. 

Taken  1-2  hours  before  bedtime,  Anadin  All  Night  is  gradually  .  ■ 

dispersed  throughout  the  Gl  tract,  which  may  minimise  local  gastric  QUA  1 1  ARI  F  flNIV  FROM  PHARMAPIF^ 


Product  Intormation  Anadin  All  Wiotll  Analgesic  labtels  Ptesentation.  Sustained  release  tablet  lor  oral  administration  Each  tablet  contains  aspirin  Ph  Eur  500mg  Uses:  For  the  treatment  ol  mild  to  moderate  pain,  particularly  overnight  treatment  Dosage:  Adulls  and  the  elderly:  Two 
lablels  1-2  hours  helore  retiring  lor  the  nighl  Children  under  12:  Not  recommended  unless  under  Ihe  supervision  ot  a  doclor,  Contra-indications:  Active  peptic  ulceration,  bleeding  tendency  (hypoprolhrombinaemia,  vilamin  K  deliciency,  haemophilia),  angioneurolic  oedema: 
hypersensitivity  to  salicylates  Interactions  May  polenliale  Ihe  eltecls  ol  oral  anticoagulants,  oral  hypoglycaemics  and  methotrexate  The  uricosuric  effect  ol  probenecid  and  sulphinpyrazone  may  be  reduced  Special  warnings:  Do  not  take  any  other  painkillers  whilst  taking  this  product. 
Precautions  Not  applicable  Side  effects:  Gaslromteslinal  disturbances  such  as  dyspepsia  and  epigastric  pain  Highly  sensitive  individuals  may  experience  maior  gaslic  bleeding,  skin  lashes,  anaphylactic  reactions,  asthma  Of  angioedema  Tinnitus  with  hearing  loss, centrally  precipitated 
nausea  and  vomiting,  diwness  and  reversible  hypolhiombinaemia  may  occur  Effect  on  ability  to  drive  &  use  machines:  None  known  Incompatibilities  None  known  Use  in  pregnancy:  Not  recommended  Overdosage  Only  persons  unduly  sensitive  to  aspirin  will  show  symptoms 
alter  lakmg  the  product  at  the  recommended  dosage  level  Such  persons  should  discontinue  use  whereupon  symptoms  should  subside  Seveie  intoxication  tiom  heavy  overdosage  is  shown  by  hypervenlilalion.  fever,  restlessness,  ketosis.  respiratory  alkalosis  aid  metabolic  * 
acidosis,  CNS  depression  may  lead  lu  cardiovascular  collapse  and  respiralory  lailuie  Treatment  is  by  induced  or  aspirated  gastric  emptying  Forced  alkaline  diuresis  may  be  required  alter  correction  ol  acidemia  by  sodium  bicarbonate  inlusion  Cardiac  orrenal  impairment 
may  require  liaemodialysis  or  peritoneal  dialysis  Arid  alleigic  reactions  to  aspirin  can  be  treated  by  admimstialiun  ol  adrenaline,  corticosteroids  and  an  antihistamine  Pharmaceutical  precautions  Slore  in  a  dry  place,  al  a  temperature  nol  exceeding  25,:C  Legal 
cateigory  \V\  Package  quantities  Blisters  ol  10  lablels,  packed  in  cartons  ol  10  or  30  Product  licence  no  PL  01 65/0103  Dale  ot  preparation  May  1994  Shelf  lite  2  years  Price:  RSP£I  95  £3  95  Whitehall  Lataaiaraiies  Limited,  Taplow.  Beikshne  SL6  OPH 
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Latest  POS  for  Syndol 
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information  for  consumers. 

Brand  manager  Jane  Lowrie 
believes  the  market  has 
enormous  potential  for  growth 
as  consumers  take  more  res- 
ponsibility for  their  own  health. 

Ibuleve,  launched  in  1991  as 
the  first  ibuprofen  gel  available 
OTC,  continues  as  brand  leader 
in  topical  NSAIDs. 

A  recent  on-pack  survey 
found  that  the  three  main  areas 
of  usage  are  muscular  pain  (55 
per  cent),  backache  (29  per 
cent)  and  rheumatism  (25  per 
cent).  Over  80  per  cent  of 
respondents  obtained  pain 
relief  in  20  minutes  and  for  at 
least  30  per  cent  pain  relief 
occurred  in  10  minutes. 
Two-thirds  or  more  respondents 
were  free  from  pain  for  more 
than  two  hours  and  95  per  cent 
of  users  repeat  purchase. 


The  launch  of  Oruvail  Gel  last 
August  marked  a  significant 
entry  for  Rhone-Poulenc  Rorer 
into  the  pain  relief  market.  The 
product  has  been  found  to  be 
clinically  superior  to  piroxicam 
gel  and  equivalent  to  diclofenac 
gel  in  soft  tissue  injury. 

Sales  have  gone  from 
strength  to  strength,  the 
company  says,  and  the  gel  had 
a  13.5  per  cent  share  of  the 
total  topical  analgesics'  market 
and  31  per  cent  of  topical 
NSAIDs  by  the  end  of  April. 

With  the  increasing  emphasis 
on  exercise  as  part  of  a  healthy 
lifestyle  and  a  growth  in  the 
popularity  of  sport,  there  is  a 
large  potential  market  of  people 
in  need  of  topical  analgesics. 

A  recent  survey  showed  that 
23  per  cent  of  adults  have 
muscle  aches  or  pains  during  a 
two-week  period  and  16  per 
cent  suffer  from  back  problems. 


Promotions 

Press,  public  relations  and  television  advertising 
support  for  pain  relief  products 


•  A  national  television 
campaign  for  Ibuleve  runs  on 
Channel  4  this  month.  A 
window  sticker,  reflecting  the 
advertisement,  will  be 
distributed  via  Dendron  sales 
representatives  in  July  and 
August,  when  there  will  also  be 
a  competition  for  pharmacists 
and  assistants  together  with  a 
new  counter  display  and 
leaflets. 

•  Rhone-Poulenc  Rorer  are 
supporting  Oruvail  Gel  with  a 
£300,000  trade  and  consumer 
campaign  which  includes 
television  and  an  educational 
package  called  "Take  the 
strain".  Produced  in 
conjunction  with  the  Chartered 
Society  of  Physiotherapists  and 
the  National  Pharmaceutical 
Association,  this  package  aims 
to  educate  the  consumer  in  the 
general  care  and  prevention  of 
musculoskeletal  pains  and 
strains. 

•  Zyma  Healthcare  have 
invested  £1.5m  to  date  in  1994 
in  advertising  Proflex  Pain 
Relief  cream,  including  national 
television  and  Press  campaigns. 
The  message  that  the  product 
"roots  out  rheumatic  and 
muscular  pain"  is  carried 
through  to  POS  materials.  Trade 
activity  and  promotions  will 
continue,  and  future 
advertising  is  being  planned.  A 
counter  assistant  competition, 
aimed  at  increasing  product 
awareness  at  point  of  sale,  is 
currently  being  distributed  by 
representatives.  Prizes  are  75 
toning  steps. 

•  A  six  for  five  promotion  is 


running  on  Weleda's  massage 
balm  with  arnica  and  their 
massage  balm  with  calendula. 
The  trade  prices  of  £9.80  for  the 
50ml  size  and  £16.40  for  the 
100ml  size  offer  a  POR  of  42  per 
cent,  the  company  says.  Both 
balms  will  receive  £400,000 
support  this  year.  Consumer 
advertising  communicates  the 
natural  ingredients  in  the 
health,  vegetarian  and  family 
Press.  POS  includes  posters  and 
new  literature.  For  pharmacists, 
there  will  be  a  training  seminar 
on  Weleda's  anthroposophic 
and  homoeopathic  medicines 
on  September  25. 

•  During  1994,  Solpadeine  will 
be  supported  by  a  £2. 5m 
television  campaign  which 
continues  the  award-winning 
"Archers"  theme  and  features 
the  benefits  of  the  tablet 
format.  Pharmacists  have  the 
chance  to  win  one  of  four 
£1,000  hi-fi  systems  in  a 
national  window  display 
competition;  pharmacy 
assistants  also  have  the  chance 
to  win  prizes.  A  display  package 
is  available  from  Sterling  Health 
representatives.  An  advertorial 
on  Solpadeine  and  migraine  is 
appearing  in  Healthcare 
magazine,  distributed  through 
GP  surgeries. 

A  Panadol  Ultra  competition 
for  pharmacy  assistants  has  prizes 
of  Panasonic  personal  stereos. 
Display  material  is  available. 

•  Charwell  Health  Care  are 
putting  £1  million  promotional 
support  behind  Migraleve, 
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including  advertising  to  GPs. 
Television  advertising  on  the 
"Big  Breakfast"  runs  until 
mid-June,  while  a  national  Press 
campaign  continues 
throughout  the  year.  The  sales 
force  is  selling  in  a  special  offer 
with  display  unit. 
•  Roche  Consumer  Health  are 
supporting  their 
recently-launched  Maximum 
Strength  Aspro  Clear  with 
national  Press  advertising  worth 


£750,000-£1m  until  December. 
Trade  and  consumer  public 
relations  will  support  the 
campaign.  An  introductory 
offer  enables  pharmacists  to 
buy  nine  packs  for  the  price  of 
eight.  Window  display  material 
is  available. 

•  The  recently-launched  Anadin 
All  Night  has  a  promotional 
spend  of  £1.7m  in  1994, 
including  television  and 
national  Press  advertising. 
Representatives  can  supply  POS 
information,  counterprescribing 


Weleda's  latest  product  booklet 


sheets  and  counter  assistant 
guides. 

•  Consumer  advertising  of 
Paramol,  which  started  for  the 
first  time  last  October,  has 
increased  awareness  of  the 
product  considerably,  say  Napp 
Consumer  Products.  The 
campaign  will  continue  in 
quality  magazines  and  colour 
supplements  until  December, 
avoiding  the  peaks  and  troughs 
often  experienced  with 
television  advertising.  Napp 
insist  they  will  keep  the 
pharmacist  basic  margin  of  33 
per  cent,  despite  consumer 
advertising. 

•  Cupanol  is  the  subject  of  a 
"high  profile"  promotional 
campaign  this  year,  say  Seton 
Healthcare  Group.  This  includes 
high  frequency  advertising  in 
the  mother  and  baby  Press  and 
a  campaign  to  healthcare 
professionals. 

•  Promotional  support  for 
Paracodol  concentrates  on 
regional  Press  advertising  and 
colour  page  advertisements  in 
the  women's  Press.  The  brand  is 
also  being  targeted  to  dentists 
and  dental  patients,  following 
the  success  of  similar  activity 
last  year. 

•  A  showcard  for  Veganin  with 
the  catchline  "What  a  relief  for 
everyone"  is  available  from 
Warner-Lambert  Health  Care  on 
0703  620500. 

•  Support  for  Disprin  this  year 
includes  a  £500,000  national 


The  power 
to  hit  pain. 
Precisely. 


Paramol  in  Press  year-round 

Press  advertising  campaign 
across  the  mid-market  and 
quality  newspapers.  There  will 
be  reader  offers  in  the 
consumer  Press,  and  public 
relations  activity  highlights  the 
benefits  of  Disprin  Direct  where 
access  to  water  is  difficult. 
•  "Double  the  power  to  beat 
pain"  is  the  message  on  the 
new  POS  material  for  Phorpain 
Double  Strength.  It  is  available 
from  Goldshield 
representatives,  who  will  also 
be  able  to  tell  pharmacists 
about  bonus  deals.  Local  reps 
can  be  contacted  through 
Helen  Crowe  on  081-665  1980. 


Get  it  in  writing 

Many  companies  are  now  providing  consumer 
booklets,  leaflets  and  even  telephone  advice  lines 


•  Rhone-Poulenc  Rorer  are 
launching  a  new  consumer 
leaflet,  "Muscular  pain  and 
inflammation",  for  pharmacists 
to  give  to  patients.  The  leaflets, 
supporting  Oruvail  Gel,  will  be 
distributed  via  the  sales  force  or 
can  be  obtained  by  phoning  the 
family  health  division  on  0323 
721422. 

•  An  Ibuleve  counter  display 
with  a  dispenser  containing 
consumer  booklets  called 
"Muscles  matter"  will  be 
available  to  pharmacists  in  July 
and  August.  The  booklet  was 
prepared  in  association  with 
the  Chartered  Society  of 
Physiotherapists  and  details 
everyday  situations  in  which 


people  might  strain  or  damage 
their  muscles. 

•  In-store  leaflets  from  Zyma 
Healthcare  will  explain  to 
consumers  how  Proflex  Pain 
Relief  cream  works.  The  leaflets 
contain  details  of  a  new 
campaign  aimed  at  helping 
pain  sufferers  to  decrease  the 
risk  of  further  injury  and 
increase  their  mobility  through 
gentle  exercise. 

•  Leaflets  on  "Headaches  and 
migraines",  "Backache  and 
muscular  pain",  "Period  pain" 
or  "Toothache"  are  sent  to 
callers  who  leave  their  name 
and  address  on  Paramol's  new 

Continued  on  p969 
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One  of  Roche  Consumer  Health's  latest  booklets 
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WIN  A  WEEKEIV 

away  with  Radian-B 


Each  week,  many  customers  will  enter  the  pharmacy  asking  for  advice  on  treating  a  variety  of  aches  and 
pains,  ranging  from  rheumatic  and  muscular  problems,  to  general  back  pain  and  minor  sports  injuries. 


These  requests  can  often  be  responded  to  by  advising  the  use 
of  topical  analgesics  and  rubefacients.  Rubefacients  produce 
warmth,  which  is  in  itself  soothing;  increase  blood  flow  to  or 
over  the  affected  part,  and  in  some  instances  act  as  a  counter- 
irritant  thus  enhancing  relief  ie  they  substitute  the  feeling  of  pain 
with  another  sensation. 

The  newly  packaged  Radian-B  range  of  topical  analgesics 
from  Roche  Consumer  Health,  includes  three  warming  products 
-  Muscle  Lotion,  Muscle  Rub  and  Heat  Spray,  which  provide 
ideal  vehicles  for  such  treatment. 

The  products  can  be  used  on  their  own  or  together  to  treat  a 
range  of  aches  and  pains.  The  Muscle  Rub  can  be  applied  to  the 
painful  area,  offering  the  added  benefit  of  a  localised  massage 
which  stimulates  blood  flow.  On  tender  or  particularly  painful 
areas,  the  Muscle  Lotion  may  be  used,  while  the  Heat  Spray  is 
quick  and  easy  to  apply  and  thus  especially  suitable  for  difficult 
to  reach  areas  and  sports  injuries. 

Muscular  or  rheumatic  aches  and  pains  often  include  an 
element  of  muscular  stiffness.  Relaxation  provides  relief  from 
pain,  and  is  necessary  and  is  important  for  healing.  To  help 
encourage  relaxation  the  Radian-B  range  is  completed  by  two 
bath  additives,  quick  dissolving  salts  and  a  liquid,  each 
containing  minerals  found  in  traditional  spa  waters,  with 
aromatic  herbal  extracts,  such  as  mallow,  camomile  and  melissa. 
A  soak  in  a  warm  Radian-B  bath  can  help  relax  tense  muscles 
and  soothe  away  aches  and  pains  and  enhance  the  benefit  of 
topical  treatment  applied  afterwards. 

THE  PRIZE 

A  week-end  break  for  two  at  the  luxurious  Hoar  Cross  Hall 
Health  Spa  in  Staffordshire.  All  meals  are  included  plus  you  will 
have  full  use  of  all  spa  facilities  plus  specialist  treatments  such 
as  body  salt  rubs,  hydrotherapy  baths  and  solaria. 


Just  answer  the  questions,  complete  the  tie-hreaker  fill  in  the  entry 
coupon  and  send  to:  Chemist  &  Druggist,  Benn  Publications  Ltd, 
Sovereign  Way,  Tonbridge,  Kent,  TN9  1AW. 

1  What  are  three  warming  products  in  the  Radian-B  range? 


2.  Name  two  of  the  herbal  extracts  in  Radian-B  Mineral  Bath 


3. Radian-B  is  No.  1  for  relieving  aches  and  pains  because 


Name. 


Pharmacy  address. 


Telephone. 


THE  RULES 

I .  The  details  shown  in  Ihe  text  form  pari  of  Ihe  terms  and  conditions  of  this  competition  2  All  entries 
must  be  made  on  a  form  cut  from  this  publication.  Incomplete  or  illegible  entries  will  be  disqualified. 
No  purchase  is  necessary.  .V  There  is  no  cash  alternative  for  Ihe  pn/es.  4.  All  entries  become  the 
property  of  Roche  Consumer  Health.  5  The  competition  is  not  open  to  employees  of  Roche  Consumer 
Health  or  Benn  Publications  Ltd.  6.  Roche  Consumer  Health  and  Benn  Publications  reserve  the  right  to 
use  any  submissions  lor  future  publicity  7.  Closing  dale  June  30.  1 994. 
Radian-B  is  a  registered  trademark 
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Pain  Advice  Line  (0891  444204). 
Consumers  can  also  obtain 
copies  by  sending  a  stamped, 
addressed  envelope  to  Paramol 
tablets  leaflet  offer,  PO  Box  15, 
London  SW6  3TU.  Pharmacists 
can  obtain  supplies  of  the 
leaflets  from  their  Napp 
representatives  or  direct  from 
the  company. 

•  "Understanding  headaches 
and  how  to  treat  them", 
produced  by  Marion  Merrell 
Dow,  explains  the  five  most 
common  types  of  headache  and 
deals  specifically  with  the  use  of 
Syndol  in  tension  headache. 
Copies  may  be  obtained  by 
writing  to  the  company  or 


Rhone-Poulenc  Rorer  have  a  new 
customer  leaflet  and  a  staff  pack 

calling  customer  inquiries  on 
081-848  3456. 

•  Numark  have  published  a 
leaflet  on  migraine  for 
members  to  give  to  customers. 
Sponsored  by  Glaxo,  the  leaflet 
provides  a  checklist  of  common 
symptoms,  tips  on  management 
and  sources  of  help. 

•  Roche  Consumer  Health, 
manufacturer  of  Aspro  Clear, 
have  brought  out  a  new 
booklet:  "Aspirin  —  the  facts". 
Copies  are  available  from  Roche 
Consumer  Health,  PO  Box  8, 
Welwyn  Garden  City,  Herts  AL7 
3AY.  Consumer  leaflets 
focusing  on  tension  headache 
and  supporting  Paracodol  are 
also  available.  A  booklet 
backing  Femigraine, 
"Managing  migraine  —  putting 
the  pieces  together",  gives 
guidance  on  how  to  identify 
the  triggers  and  warning  signs 
and  how  to  deal  with  them. 

Over  25,000  copies  of  the 
booklet  "Growing  issues"  have 
been  distributed  since  its  launch 
last  year.  Supporting  Feminax, 
it  gives  young  people 
information  on  puberty  and 
menstruation.  Customers  can 
obtain  further  advice  from  the 
Feminine  Pain  Advisory  Service, 
PO  Box  8,  Broadwater  Road, 
Welwyn  Garden  City,  Herts  AL7 
3AY. 


•  Whitehall  Laboratories  have  a 
free  consumer  booklet  on  aches 
and  pains. 

Helping  your  staff 

•  "When  did  the  pain  start?" 
"Is  the  painful  area  red  and 
inflamed?"  These  are  some  of 
the  key  questions  that  medicine 
counter  assistants  are 
recommended  to  ask  customers 
in  a  screening  aid  produced  by 
Rhone-Poulenc  Rorer.  It  forms 


part  of  a  training  pack  which 
aims  to  educate  assistants  on 
the  management  of  musculo- 
skeletal aches  and  pains. 
•  Marion  Merrell  Dow  have  put 
together  an  information 
package  for  pharmacy,  focusing 
on  the  different  types  of 
headache  and  the  most  suitable 
treatments.  It  includes  an 
advisory  training  programme 
for  assistants,  including  a 
manual  with  self-testing  and  a 


pocket  guide  as  well. 
•  Whitehall  Laboratories  have 
produced  a  pharmacy  pack 
explaining  the  rationale  behind 
each  product  in  the  Anadin 
range.  The  pack  includes 
pharmacists'  counterprescribing 
sheets,  a  counter  assistants' 
guide  and  50  selection  guides 
to  help  consumers  choose  the 
most  suitable  Anadin  variant. 
Packs  are  available  from  reps  or 
direct  from  the  company. 


Managing  analgesics 

Surprising  findings  in  a  recent  study  of  pain  relief  category  management 


Displaying  P  and  GSL  analgesics 
together  behind  the  counter 
results  in  more  sales  than  if  the 
two  are  merchandised 
separately  with  the  GSL 
medicines  on  open  display. 

This  surprising  finding  came 
from  research  by  Crookes 
Healthcare,  who  carried  out  a 
ten-week  study  in  seven 
branches  of  the  Midlands 
multiple,  Dean  and  Smedley. 

"Analgesics  are  the  largest 
OTC  medicines  sector,  so  it  is 
vital  that  pharmacists  put  some 
effort  into  managing  this 
category,"  says  Louise  Goddard, 
product  manager  for  Nurofen. 

"Because  the  sector  is  so  big, 
displays  tend  to  be  crowded 
and  badly  organised.  Displaying 
all  the  lines  stocked  is  not  the 
way  to  make  the  most  profit, 
and  a  large  majority  of 
pharmacies  need  to  rationalise 
their  ranges." 

With  this  in  mind,  Crookes 
got  together  with  Dean  and 
Smedley's  managing  director, 
Richard  Dean,  and  helped  him 
remerchandise  four  of  his 
pharmacies  in  one  of  two  ways. 
The  remaining  three  were  left 
as  they  were  to  act  as  controls. 

In  two  of  the  test  pharmacies, 
P  and  GSL  analgesics  were 
placed  together  behind  the 
counter.  In  the  other  two,  the 
GSL  products  were  on  open 
display  in  front  of  the  counter. 

Planograms  were  devised  for 
all  the  test  stores,  based  on  a 
year's  data  from  the  multiple. 
Space  was  allocated  according 
to  Nielsen  market  share, 
although  certain  brands  such  as 
Paramol  were  given  more 
prominence  because  of  their 
unique  ingredients  and 
importance  to  pharmacy. 

Slow-moving  lines  were  taken 
off  the  shelves  and  relegated  to 
a  drawer.  Brand  leaders  were 
placed  at  eye  level  to  signal  to 
customers  that  this  was  the 
analgesics'  section,  while 
generics  were  placed  separately 
below  —  although  not 
necessarily  on  the  bottom  shelf. 

Paediatric  analgesics  were 
placed  in  a  separate  block  and 
topical  analgesics  were 
displayed  as  well. 

Crookes  also  commissioned 
market  research  in  which  100 
independent  pharmacists  were 
asked  which  analgesics  they 
liked  to  stock  and  recommend. 
These  views  were  taken  into 
account  when  devising  the 
planograms. 

The  results  of  the  study 
showed  that  the  combined 


layout  of  P  and  GSL  products 
clearly  outperformed  the 
separated  test  layout  in  terms 
of  unit  sales,  sterling  sales  and 
profit.  Unit  sales  almost  trebled, 
while  profit  doubled. 

Crookes  Healthcare's  space 
planning  manager,  John  Storey, 
believes  this  could  reflect  the 
pharmacist's  strength  in 
offering  advice  on  products 
which  are  not  available  for 
self-selection. 

"Although  in  principle  it's  a 
good  idea  for  some  GSL 
products  to  go  on  open  display, 
for  medicines  such  as  analgesics 
this  is  apparently  not  the  case," 
he  says. 

Putting  the  products  together 
also  means  that  consumers  can 
see  them  all  at  a  glance.  And 
the  availability  of  larger  packs 
behind  the  counter  can  help 
create  loyalty  to  the  pharmacy 
as  a  source  of  purchase. 

Using  this  research,  the 
company  has  devised  a  suitable 


display  which  occupies  one 
square  metre.  The  key 
recommendations  are: 

•  Combine  P  and  GSL  products 

•  Make  the  brand  leaders 
highly  visible  on  the  top  two 
shelves  to  act  as  "category 
beacons" 

•  The  number  of  facings  given 
to  a  brand  should  reflect  its 
market  share 

•  Slow-selling  lines  should  be 
delisted  or,  possibly,  one  pack 
held  in  a  drawer  as  a  service  to 
a  particular  customer 

•  Only  5  per  cent  of  space 
should  be  given  to  GSL 
products. 

Says  Mr  Storey:  "The  more 
lines  you  stock,  the  more  time  it 
takes  to  order  and  the  more 
money  you  have  tied  up  in  the 
business.  Spending  a  lot  of  time 
managing  your  stock  could 
damage  the  service  you  offer." 

A  "Category  Management 
Guide"  is  being  circulated  to 
10,000  pharmacies  this  month. 
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It  is  well  known  that  men  can 
suffer  from  labour  pains  in 
sympathy  with  their  wives,  but 
1  per  cent  of  men  in  a  survey 
carried  out  for  Napp 
Laboratories  claim  to  have 
experienced  period  pain! 

Most  people  in  this  survey 
(460  men  and  496  women)  said 
they  took  pain  killers  for 
headache  (65  per  cent), 
followed  by  backache  and 
flu-like  symptoms  (16  per  cent 
each),  arthritis/rheumatism  (15 
per  cent),  migraine  and  period 
pain  (13  per  cent  each)  and 
hangovers  (10  per  cent). 

Hangovers  were  most 
common  in  young  men,  and 
people  in  the  16-24  age  group 
were  overall  the  most  likely  to 
take  analgesics. 

Thirteen  per  cent  of  those 
interviewed  used  an  OTC 
analgesic  more  than  once  a 
week.  These  consumers  were 
most  likely  to  be  65  or  over  and 
taking  the  medication  for 
arthritis  and/or  rheumatism. 

Most  people  said  that  pain 
interfered  with  their  work, 
especially  those  between  24-34 
(42  per  cent)  and  35-44  (49  per 
cent).  And  16  per  cent  of 
people  who  suffered  pain  more 
than  once  a  week  found  it 
interfered  with  their  sex  life. 

A  survey  commissioned  by 
Roche  Consumer  Health  found 
that  men  are  tougher  —  or 
luckier  —  than  women  when  it 
comes  to  taking  analgesics.  The 
men  interviewed  were  less 
likely  than  women  to  suffer 
from  muscular  pain,  headache, 
colds  and  flu,  backache,  dental 


Does  your 
job  give  you 
a  pain? 

Recent  surveys  into  analgesic  consumption  have 
come  up  with  some  unexpected  results,  including 
the  finding  that  shop  workers  get  more  headaches 

than  most  people  and  that  men,  too,  can  suffer 
from  monthly  period  pains 


pain,  rheumatism  and  migraine. 

They  were  also  less  inclined 
to  seek  relief  from  OTC 
analgesics,  although  men  aged 
25-34  and  the  self-employed 
were  more  likely  than  average 
to  buy  extra-strength  tablets. 

In  general,  the  older  the  man, 
the  less  likely  he  was  to  suffer 
from  pain  other  than 
rheumatism  or  backache. 
Younger  men  claimed  to  suffer 
from  a  much  greater  range  of 
complaints,  and  men  with 
children  were  more  likely  to 
suffer  pain  problems  than  men 
without. 

Housewives  got  more 


headaches,  migraine,  dental 
pain  and  period  pain  and  were 
more  likely  to  take  OTC 
remedies. 

Attitudes  to  work  seemed  to 
play  a  part  and  people  who 
enjoyed  their  work  tended  to 
suffer  less.  Self-employed 
people  were  less  likely  to  suffer 
from  any  of  these  ailments  and 
were  also  less  likely  to  take  an 
OTC  remedy  if  they  did  suffer. 

Office  workers  seemed  to  get 
more  colds/flu  and  migraines, 
while  people  working  from 
home  experienced  rheumatic 
pain  and  backache. 

Shop  workers  appeared  to  be 


the  worst  affected  by  most  of 
the  ailments  and  took  an 
above-average  amount  of  OTC 
remedies,  particularly  for 
headaches.  They  were  also 
more  likely  to  take 
extra-strength  remedies. 

The  survey,  in  which  967 
adults  were  interviewed  over 
the  telephone,  found  that 
headaches  and  colds/flu  were 
the  ailments  most  frequently 
treated  with  OTC  remedies.  A 
high  proportion  of  these 
medicines  were  bought  in 
supermarkets,  whereas 
remedies  for  backache  and 
muscular  pain  were  more  likely 
to  be  bought  in  pharmacies. 

Colds  were  the  most  common 
ailment  suffered  in  a  six-month 
period,  followed  by  headache, 
backache  and  muscular  pain. 

Attitudes  to  pain 

Sterling  Health's  independent 
qualitative  research  has 
revealed  wide  differences  in 
consumer  attitudes  towards 
pain. 

Some  people  are  reluctant  to 
use  analgesics  for  a  variety  of 
reasons.  For  example,  they 
believe  their  pain  is  not  severe 
enough,  they  are  worried  about 
side-effects  or  they  are  stoical. 
These  consumers  are  less  likely 
to  use  stronger  analgesics  and 
are  more  likely  to  need  the 
reassurance  of  tried  and  trusted 
brands. 

However,  most  people  are 
willing  to  self-medicate  and  are 
more  likely  to  take  the 
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IMPORTANT  NOTICE 


FOLIC  ACID 


The  Government  advises  that  a  supplement  of  Folic 
Acid  400mcg  daily  should  he  taken  by  all  women 
planning  pregnancy. 

Folic  Acid  protects  the  unborn  child  if  taken 
before  conception. 

Folic  Acid  400mcg  (the  advised  daily  amount) 
tablets  are  available  in  the  very  easy  to  take  'Cantassium 
Microvitamin  Range'. 

A  full  3  month  pack  for  just  £3.95  recommended 
retail  price. 

Clik  packs  of  90  Folic 
Acid  400mcg  Microvitamin 
tablets  are  available  from  all 
wholesalers  now. 
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Display  material  </»</  lull  product 
information  available  from: 

The  Vitamin  Experts 

Cantassium  Vitamins,  225  Putney  Bridge  Road,  London  SWI5  2PY. 
Telephone:  OKI  ,K74  I  130. 


For  the  symptomatic  relief  of 

RHEUMATIC 
PAIN 


Your  Customers  Choice 

Naturally 


The  Socialists 
in  Herbd  Medicine 


Gerard  House  Ltd., 
475  Capability  Green, 
Luton,  Bedfordshire  LU1  3LU 
:  (0582)487351  Fax:  (0582)  484^41 
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Muscular  pains 
and  strains  in 
the  pharmacy 

With  an  increasing  self-medicating  population  there  is  a  need  for  all 
pharmacy  staff  to  be  up  to  date  with  the  expanding  OTC  market.  This 
article  is  designed  to  familiarise  you,  the  medicine  counter  assistant,  with 
the  new  topical  pain  relief  market  so  that  you  can  advise  your  customers  on 
the  treatment  and  medication  options  available. 


With  the  emphasis  on  health 
and  fitness,  more  and  more 
people  are  now  taking 
responsibility  for  their  own 
health  and  well-being,  which 
means  that  the  pharmacy  has 
today  become  the  first  stop  for 
advice  on  and  treatment  of 
minor  ailments  and  complaints. 

The  pursuit  of  a  more  active, 
fitness  orientated  lifestyle  is 
also  reflected  in  the  number  of 
customers  seeking  relief  for 
muscular  aches,  sprains  and 
strains  from  the  pharmacy. 

The  latest  pain  relief  option 
for  this  generation  of 
self-medicators  are  topical 
NSAID  (non-steroidal 
anti-inflammatory  drug)  gels 
which  have  recently  become 
available  over  the  counter. 

One  of  the  newest  products 
available  in  the  pharmacy  is 
Oruvail  Gel  (ketoprofen)  a 


topical  NSAID  which  is  indicated 
for  the  relief  of  pain  and 
inflammation  associated  with 
backache,  muscular  and 
rheumatic  pain,  sprains,  strains 
and  sports  injuries. 

What  are  NSAIDs? 

Non  steroidal  anti-flammatory 
drugs  are  a  well-known  group 
of  compounds,  which  have  a 
powerful  action  in  reducing 
both  pain  and  inflammation. 

Topical  forms  like  Oruvail  Gel 
have  also  been  available  for 
some  time  but  have  the 
advantage  over  NSAIDs  capsules 
and  tablets  because  they  can  be 
directly  applied  to  the  site  of 
pain,  thereby  minimising  any 
potential  unwanted  effects. 

kctop rofen  work! i\f> 

Ketoprofen  is  the  first  new 
NSAID  molecule  to  be  made 


directly  available  to  the 
consumer  for  over  ten  years. 
As  Oruvail  Gel,  it  works  in  two 
ways  —  both  relieving  the  pain 
and  reducing  the  inflammation 
which  often  causes  the  pain: 

•  When  tissues  in  the  body  are 
damaged  a  group  of  our 
natural  chemicals  called 
prostaglandins  are  released 

®  Prostaglandins  operate  on 
nerves  which  transmit  messages 
to  the  brain,  which  interprets 
them  as  pain 

•  Ketoprofen,  the  active 
ingredient  in  Oruvail  Gel,  acts 
by  inhibiting  the  production  of 
prostaglandins  —  thereby 
reducing  the  amount  of  pain 
felt. 

•  Ketoprofen  inhibits  the 
activity  of  other  chemicals  in 
the  body  which  also  add  to  the 
pain  levels. 

•  The  signs  of  inflammation 
include  pain,  redness  and 
swelling  but  may  not  always  be 
visible 

•  Inflammation  results  from  the 
dilation  of  small  blood  vessels 
which  allows  fluid  to  leak  into 
the  surrounding  tissues 

•  Prostaglandins  play  a  major 
role  in  creating  inflammation, 
and  Oruvail  Gel  is  very  effective 
because  it  acts  upon  the 
chemicals  which  are  responsible 
for  the  creation  of 
prostaglandins  —  thereby 
reducing  inflammation. 

Traditional  rubefacient 
remedies,  for  the  relief  of 
musculoskeletal  injury,  are 
particularly  popular  with 
sportsmen  and  have  been 
available,  over  the  counter,  for 


•  The  skin  is  porous  and  will 
readily  admit  substances 
through  the  epidermis,  the 

I  sweat  ducts  and  the  hair 
1  follicles 

•  When  applied  directly  to 
the  affected  area, 
ketoprofen  penetrates  the 
skin  to  work  at  the  site  of 
pain  and  inflammation  in 
the  effected  joints  and 
muscle 


IN 
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BLOCKS  ACTION  OF 
BRADYKININ 


When  the  customer  first 
enters  the  pharmacy  they  will 
usually  complain  of  specific 
muscular  pain  and  will 
indicate  the  site  of  any 
swelling  and  inflammation.  In 
addition  to  explaining  the 
various  medication  available  it 
is  also  a  good  opportunity  for 
you  to  remind  the  customer 
of  the  tried  and  tested  RICE 
method  which  can  be  used  to 
initially  alleviate  the 
symptoms  of  an  injury  or 
strain. 

R  Resting  the  affected  part  to 

prevent  further  damage 

I  Ice  applied  to  sire  of  damage 

to  reduce  inflammation 

C  Compression  gently  applied 

to  reduce  swelling  and 

minimalise  bruising 

E  Elevation  of  the  affected 

limb  to  reduce  swelling  and 

pain. 

You  may  also  need  to  ask 
specific  questions  to  be  able 
to  determine  the  extent  of 
the  injury.  Please  use  the  list 
of  questions  below  as  a 
helpful  guideline: 


many  years. 

However,  the  new  gel 
preparations  are  not  only  more 
pleasant  smelling,  and  cooling 
to  the  affected  area,  but 
Oruvail  Gel  has  proven  clinical 
benefits  in  the  treatment  of 
pain  and  inflammation. 

The  answers  to  these  questions 
should  help  you  to  both 
determine  the  cause  of  the 
injury/ache  and  also  to  advise 
on  the  prevention  of 
reoccurrence  and  the 
preferable  treatment  option. 

However,  it  is  important  to 
remember  that  there  are 
circumstances  when  the 
pharmacist  should  be  consulted 
and  the  customer  should  be 
referred  to  their  own  GP. 

Here  are  a  few  additional  and 
more  specific  questions  to  help 


Some  key  questions  for  you  to  3sk  3re 
listed  in  the  box  below: 


•  When  did  the  pain  start?  —  was  it  felt  immediately 
following  the  injury  or  later.  Acute  injuries  have  a  fast 
I  onset  of  pain  whilst  underlying  disease  tends  to  cause 
pain  with  a  slow  onset 

\  •  What  sort  of  pain  is  it?  —  stabbing,  aching,  throbbing  or 
dull 

j  •  Where  exactly  is  the  pain?  A  ask  the  customer  to  point 
jto  the  pain  site 

Have  you  had  this  type  of  pain  before?  —  could  be  a 
I  sign  of  an  old  injury  or  chronic  condition  if  long  standing 
;  history  of  pain 

;  •  Is  the  affected  area  more  painful  on  activity  or  after 
resting/getting  up  in  the  morning? 

j  ®  is  the  area  swollen  or  red  and  inflamed?  —  swelling  is 
the  body's  reaction  to  damage  and  can  contribute  to  the 
j  pairs  levels  when  movement  occurs 

I  •  Have  you  been  doing  more  than  your  usual  level  of 
I  exercise/activity?  —  bursts  of  activity  like  gardening, 
(I  spring  cleaning  or  carrying  heavy  suitcases  can  cause 
i  unexplained  aches  and  pains 

I  *  Have  you  tried  anything  else  to  relieve  the  pain?  —  very 
important  to  let  the  pharmacist  know  if  any  other  pain 
;  relief  preparations  are  used  to  avoid  drug  interactions. 


you  to  determine  the  severity 
of  the  condition: 

•  Is  the  customer  currently 
taking  any  other  medication? 

•  Is  the  pain  accompanied  by  a 
fever  or  rash?  Are  there  any 
other  specific  symptoms? 


•  Is  the  customer  pregnant  or 
breast-feeding? 

•  Is  the  treatment  intended  for 
a  child  under  twelve  years  of 
age  or  is  the  customer 
describing  the  symptoms  of 
someone  of  this  age?  (Oruvail 


Market  Potential 

SURVEY  OF  GP  VISITS  VERSUS  SELF  TREATMENT 
WITHIN  ANY  2  WEEK  PERIOD 


SELF 
TREATMENT 


Muscle  Aches    ■      1.2  Million 


Back  Problems    ■      1.4  Million 


Sprains/Strains  I      1.4 Million'     1      2.7 Million 


16.7  Million     ■     20.7  Million 


Gel  is  unsuitable  for  the  under 
12s) 

•  Does  the  customer  suffer 
from  or  have  a  history  of 
hypersensitivity  to  NSAIDs, 
asthma,  allergies,  skin 
complaints,  lesions? 

Most  common 
muscular  problems 

Backache:  Back  pain  which  is 
the  most  common  cause  of 
working  days  lost  is  probably  be 
the  most  common 
musculoskeletal  complaint  seen 
in  the  pharmacy  by  the 
medicine  counter  assistant. 

Backache  is  common  in  the 
lower  spine  and  does  tend  to 
become  more  common  as 
people  get  older.  Backache  can 
be  caused  by  bad  posture,  poor 
lifting  technique,  obesity, 
slipped  disc  or  inflammatory 
disease.  Therefore,  the 
medicine  counter  assistant  may 
need  to  ask  quite  specific 
questions  and  take  into  account 
the  customer's  medical  history. 

If  the  backache  appears  to  be 
due  to  an  underlying  condition 
for  example  a  slipped  disc,  the 
customer  should  be  advised  to 
seek  help  from  their  family 
doctor. 

Research  has  shown  that 
people  are  more  likely  to 
self-medicate  for  both  back 


problems  and  sprains  and  strain 
but  will  also  come  to  the 
pharmacy  for  advice  on 
generalised  muscular  and 
rheumatic  pain: 

Muscular  pain:  Muscular  pain 
is  often  felt  as  a  result  of  either 
vigorous  activity,  such  as 
gardening,  or  after  some  form 
of  strenuous  exercise  or  sport. 

Soaking  in  a  hot  bath  often 
relieves  the  symptoms  initially 
and  the  condition  will  usually 
improve  with  a  few  days  when 
hot  baths  are  taken  in 
conjunction  with  using  a 
product  such  as  Oruvail  Gel. 

Sprains  and  strains:  A  sprain 
or  strain  occurs  when  a  joint  is 
forced  beyond  its  normal  range 
of  movement. 

The  resulting  damage  to  the 
joint  causes  the  external 
symptoms  of  swelling  and 
inflammation.  Oruvail  Gel  can 
provide  symptomatic  relief, 
although  an  injury  which 
appears  more  serious  may  need 
to  be  referred  to  a  specialist. 

Rheumatic  pain:  The  pain  and 
stiffness  of  rheumatic  pain  has 
a  tendency  to  be  felt  in  the 
neck,  shoulders,  back  and 
gluteal  regions  and  can  occur 
spontaneously. 

People  are  often  predisposed 


to  this  condition  and  customers 
will  be  able  to  tell  the  assistant 
whether  the  attack  has  been 
brought  on  by  the  cold  or  the 
damp,  for  example. 

Preventing  muscle  or 
tissue  damage 

Research  has  shown  that  in  a 
two  week  period  20.7  million 
people  suffer  from 
musculoskeletal  disorders. 

With  a  few  simple 
precautions  like  those  listed  in 
the  chart  below,  we  can  all  take 
to  help  minimise  the  risks  of 
tissue  damage. 

Rhone-Poulenc  Rorer  have 
produced  a  new  reference  chart 
which  follows  the  WWHAM 
format,  and  has  been  specially 
designed  for  medicine  counter 
assistants.  It  should  be  kept  by 
the  till  and  will  help  you  to 


recommend  the  correct 
products  for  your  customers 
with  muscular  aches  and  pains. 

Also  available  is  a  new 
consumer  leaflet  entitled 
"Managing  muscle  injury" 
which  gives  preventative  tips  as 
well  as  a  comprehensive  guide 
to  understanding  muscular 
injuries.  Copies  of  "Managing 
muscle  injury"  are  available 
from  your  RPR  representative, 
or  alternatively  you  can  write  to 
Rhone-Poulenc  Rorer,  RPR 
House,  52  St  Leonard's  Road, 
Eastbourne,  East  Sussex  BN21 
3YG 


References: 

1.  Drug  information  from  the  Health 
Care  Professional  1 1th  edition  p453. 
USP  Dispensing  Information,  United 
States  Pharmacopoeial  Convention 
Inc  Rockville  1991. 


Prevention  tips 

•  Adopt  the  correct  lifting  technique.  Bend  from  the  knees 
and  not  from  the  back 

•  Always  try  to  stand  upright 

•  Always  wear  the  correct  or  appropriate  clothing  for  the 
activity  to  allow  the  maximum  movement 

•  Always  use  the  correct  equipment  especially  for  sport 

4  Pay  attention  to  the  need  to  warm  up  properly  (even  just  to 
pull  up  the  odd  weed) 

•  Only  exercise  vigorously  after  a  few  minutes  of  relaxed 
activity  which  has  made  the  muscles  more  pliable 

•  Allow  a  cooling  or  slowing  down  period  to  help  prevent 
soreness  by  maintaining  the  increase  in  blood  circulation 

•  If  desk  bound  in  an  office  try  to  ensure  that  you  have  a 
good  seating  position  and  try  to  vary  your  work  position  during 
the  day  to  stretch  your  muscles 


PR<  >DU<  T  INF(  )RMATION 
Presentation;  <  iolourless  gel 
with  lavender  fragrance  con- 
taining ketoprofen  BP  2.5%  w/w. 
Indications:  Relief  ol  pain  and 
inflammation  associated  with 
backache,  muscular  and 
rheumatic  pain,  sprains,  strains 
and  sports  injuries 
Dosage:  AppK  a  ihin  layer 

01  gel  to  the  affected  area  three 
times  a  day  tor  up  to  7  days. 
After  the  gel  is  applied  it  should 
he  rubbed  in  well 

Elderly:  As  above 
Children:  Not  to  be  applied  to 
children  under  \2  years  ol  age 
Contraindications:  Patients 
with  hypersensitivity  to  ketopro- 
fen, ibuprofen,  asprin  or  other 
non-steroida!  anti-inflammatory 
agents,  patients  suffering  from 
or  with  a  history  of  hronchial 
asthma  or  allergic  disease, 
exudative  dermatoses,  eczema, 
sores  and  infected  skin  lesions 
i ii  bn iken  skin 

Precautions:  (  )ruvail  Gel  should 
not  be  applied  to  mucous 
membranes  or  eyes,  or  used  with 
occlusive  dressings  ( 'aulion  in 
patients  with  severe  renal  impair- 
ment. Should  a  skin  rash  occur 
alter  gel  application,  cease  treat- 
ment Treatment  should  not 
continue  lor  longer  than  7  days 
II  symptoms  persist  consult 
doctor  Keep  gel  away  from 
naked  flames. 
Use  in  Pregnancy  and 
Lactation:  Only  when 
prescribed  bv  a  physician  -  sec- 
data  sheet 

Adverse  Reactions:  Skin 
reactions,  including  pruritus  and 
localised  erythema. 
Legal  Status:  JOg  Packs  R 
Retail  Selling  Price:  £3  95 
line  VAT) 

Product  Licence  Number: 

12/0243 

Product  Licence  Holder: 

May  and  Baker  Ltd,  Dagenham. 
RM10  7XS 

Distributor  and  further  infor- 
mation available  from: 

Rhone -Pou lent  Rorer,  St 
Leonards  Road,  Eastbourne, 
BN21  JYG 

Date  of  Preparation:  July  1993. 
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That's  what  Rhone-Poulenc  Rorer  are  putting 
behind  Oruvail  Gel.  For  you.  Because  Oruvail  Gel, 
in  30g  tubes,  is  available  only  in  pharmacies. 

At  just  over  Kl  per  tube  sold1,  profit  margins 
are  high.  And  so  has  been  the  response  from 
the  market-place  -  the  last  TV  campaign  generated 
a  25%  sterling  share  of  the  topical  NSAID  market 
for  Oruvail  Gel.2 

Oruvail  Gel  contains  ketoprofen,  which  is 
more  potent  than  ibuprofen  in  inhibiting  the 

synthesis  of  the  prostaglandins  that  cause 
pain1.  Furthermore,  Oruvail  Gel  has 
been  shown  to  be  clinically  superior  to 
piroxicam  gel  in  soft  tissue  injuries4. 

Oruvail  Gel  -  real  business  with 
serious  support. 

Oruvail 

Ketoprofen^ 

The  key  to  deep  down  relief  is  the  ketoprofen 


RHONE-POULENC  RORER 
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The  pains  most  likely  to  keep  people  awake  at  night  (research  commissioned  by  Whitehall  Laboratories) 


Continued  from  p970 

stronger,  faster-acting  products. 

Most  headaches  responded  to 
treatment  in  20-30  minutes 
which,  from  the  consumers' 
viewpoint,  was  reasonable 
although  the  ideal  product 
would  act  instantly.  To  some 
extent  there  was  a 
psychological  effect  in  the  act 
of  medication. 

It  was  harder  to  treat 
headaches  which  were  present 
on  waking  or  on-going  bodily 
pain  which  reguired  medication 
over  a  period  of  days. 

The  perceived  causes  for 
headaches  were  generally 
linked  to  stress  and  tension  and 
were  often  linked  to  lifestyle, 
work  and  family  life.  Some  of 
the  men  blamed  driving,  while 
a  typical  problem  for  females 
was  that  of  coping 
simultaneously  with  the 
different  demands  of  life. 

For  many  consumers, 
escaping  to  bed  with  its  peace 


Period  pain 


and  quiet  was  the  ideal 
solution,  but  this  was  not 
always  practical. 

Tension  common 

The  latest  National  Headache 
Survey  conducted  by  Gallup  for 
Marion  Merrell  Dow  found  that 
74  per  cent  of  all  headaches  are 
tension  headaches.  There  are 
over  19  million  tension 
headache  sufferers  in  the  UK  — 
63  per  cent  are  women. 

The  survey  revealed  that 
those  who  suffer  do  not  always 
describe  their  pain  as  a  tension 
headache.  More  frequent 
descriptions  were  a  nervous, 
stress  headache,  a  throbbing 
head,  pain  across  the  forehead 
and  behind  the  eyes,  tightness 
around  the  head  or  pressure  on 
top  of  the  head.  Many  wrongly 
described  their  symptoms  as 
migraine. 

Marion  Merrell  Dow  believe 
the  survey  reinforces  a  number 
of  points.  Firstly  that  tension 
headache  is  a  common. 


debilitating  problem  which 
particularly  affects  women  and 
requires  specific,  tailor-made 
treatment. 

Once  it  starts,  tension 
headache  becomes  part  of  a 
vicious  circle;  stress  causes  the 
muscles  in  the  back  of  the  neck 
to  tighten,  which  causes  the 
headache,  which  in  turn  leads 
to  more  stress,  and  so  on. 

Awake  at  night 

A  recent  survey  highlighted  the 
problems  of  night-time  pain. 
Taylor  Nelson  Research  Ltd 
questioned  1,866  people,  of 
whom  1 5  per  cent  said  the  pain 
kept  them  awake  at  night. 
Extrapolated  to  national  level, 
this  represents  nearly  7  million 
adults. 

Half  the  sufferers  were  kept 
awake  at  least  once  a  week.  But 
despite  the  frequency  of  pain, 
one  in  three  sufferers  did  not 
take  any  medication  to  help. 

Whitehall  Laboratories,  who 
commissioned  the  survey, 


suggest  that  this  could  indicate 
dissatisfaction  with  currently 
available  treatments.  Nearly 
two-thirds  of  people  with 
regular  night-time  pain  did  not 
think  an  effective  product  was 
available.  Whitehall 
Laboratories  recently  launched 
Anadin  All  Night  to  cater  for 
this  market. 

The  incidence  of  pain  at  night 
increased  with  age,  with  47  per 
cent  of  over  55s  suffering  pain 
twice  a  week  or  more. 

Back  and/or  joint  pain  was 
most  likely  to  be  the  cause, 
followed  by  headache  or 
migraine,  rheumatoid  arthritis 
or  osteo-arthritis,  then  period 
pain. 

The  more  frequent  the  pain, 
the  more  likely  sufferers  were 
to  obtain  a  prescription,  but  30 
per  cent  of  people  did  nothing 
about  it. 

The  most  popular  non-drug 
strategy  was  exercise, 
mentioned  by  13  per  cent  of 
those  not  taking  analgesics. 


Figure  2 
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1.  Why  was  digoxin  stopped 
and  captopril  started? 

2.  Could  her  "cold"  symptoms 
be  due  to  the  captopril?  If  so, 
will  they  disappear? 

3.  Would  you  infer  that 
captopril  is  ineffective  and 
digoxin  should  be  restarted? 

4.  Is  it  a  good  idea  for  her  to  be 
taking  naproxen? 

5.  Is  there  a  problem  taking 
aspirin?  Would  you  suggest 
anything  else  for  her  cold? 


This  lady  of  mature  years  is  unhappy  about 
her  treatment.  She  spent  a  night  in  hospital 
five  days  ago  for  initiation  of  treatment  on 
captopril.  She  says  she  picked  up  "one  of 
those  hospital  colds"  and  it's  not  getting 
any  better.  She  feels  "off",  her  head  is 
"stuffed  up"  and  she  has  a  sore  throat. 
"They  stopped  my  little  blue  tablets  and 
these  new  ones  are  not  doing  me  any  good 
at  all.  I'm  still  puffing  like  a  steam  train," 
she  says.  "And  you  make  sure  you  give  me 
my  painkillers,  my  knees  are  giving  me 
considerable  discomfort  at  the  moment. 
And  I'll  take  some  aspirin,  please" 

heart  failure  than  people  with 
hypertension  (presumably 
because  other  symptoms 
improve). 

3.  It  takes  up  to  three  months 
for  the  maximum  effect  to 
occur,  so  it  is  unsurprising  she 
finds  no  subjective 
improvement  after  a  week. 

4.  It  depends  how  much. 
NSAIDs  promote  water,  sodium 
and  potassium  retention,  which 
exacerbates  heart  failure  and 
increases  the  risk  of 
hyperkalemia.  The  risk  of  renal 
failure  is  also  increased. 
However,  the  occasional  dose  is 
unimportant.  You  should  check 
that  she  is  not  taking  naproxen 
more  regularly  —  which  may  be 
the  case  if  her  joint  pain  is 
getting  worse. 

5.  Not  if  she  is  taking  this  and 
naproxen  only  occasionally  and 
not  simultaneously,  but  if  she 
has  a  cold,  paracetamol  would 
be  just  as  effective  at  reducing 
fever. 


1.  Compared  with  a  diuretic 
alone,  the  combination  of  ACE 
inhibitors  plus  a  diuretic 
significantly  improves 
symptoms  and  prolongs  life  in 
people  with  heart  failure,  with 
or  without  digoxin.  Current 
opinion  limits  the  role  of 
digoxin  to  controlling  atrial 
fibrillation  unless  other 
treatment  proves  unsuccessful. 

2.  ACE  inhibitors  are  associated 
with  dry  throat,  which  could  be 
perceived  as  a  sore  throat,  and 
with  impaired  taste,  which 
could  reinforce  the  patient's 
belief  she  has  a  cold.  On  the 
other  hand,  she  could  quite 
possibly  have  a  cold  —  or 
perhaps  even  flu,  given  her 
aching  joints.  If  associated  with 
captopril,  these  symptoms  are 
often  transient,  but  even  when 
they  are  not,  they  are  said  to  be 
better  tolerated  by  people  with 


TRILUDAN/TRILUDAN  FORTE  ABRIDGED  PRODUCT  INFORMATION  Presentations:  Triludan  Tablets: 
tablet  contains  60mg  terfenadine.  Triludan  Forte  Tablets:  Each  tablet  contains  I20mg  terfenadine.  Uses:  AntihfslH 
indicated  for  symptomatic  relief  of  hoy  fever,  allergic  rhinitis  ond  allergic  skin  conditions.  Dosagi  I 
Administration:  Adults  and  Cbddren  over  12  years:  60mg  twice  daily  or  1 20mg  once  doily  in  the  morning.  Chili  jl 
12  years:  30mg  twice  daily.  Do  not  exceed  the  stated  dose.  Contra  indications,  Warnings  etc.:  Contra-indiu  j 
Concomitant  use  with  orol  ketoconozole,  itraconazole  or  erythromycin.  Use  in  patients  with  significant  hepotic  dysfu;  I 
Known  hypersensitivity  to  the  drug.  Warnings:  QT  prolongation  and/or  ventricular  orrhylhmias,  including  torso  1 j 
pointes  hove  been  reported  ol  doses  higher  than  those  recommended  and  at  normal  doses  in  patients  whose  terfe,  • 
metabolism  is  impaired  by  drugs  or  by  liver  disease  (see  'Contra  indications').  If  syncope  occurs,  terfenadine  shcl  | 
discontinued  and  the  patient  evaluated  for  potential  arrhythmias.  Precautions:  Terfenadine  is  not  recommended  in  pj  I 
in  whom  electrolyte  imbalance  or  prolonged  QT  interval  are  koown  or  suspected.  Concomitant  use  of  terfenadine^  I 
recommended  in  patients  receiving  potentially  orrhylhmogenic  drugs  ond  those  producing  electrolyte  imbcj 
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h  evidence  is  locking,  the  risk  of  arrhythmia  might  be  increased  (see  'Warnings').  S/cfe-efferft.  Headoche,  dizziness, 
nol  poin  ond  gostroinlestinal  upset  ond  skin  rashes  have  been  reported  In  objective  tests  lerfenodine  has  been 

0  be  free  from  central  nervous  system  side-effects  Reports  of  drowsiness  ore  extremely  rare  but  it  is  advisable 
k  the  individual  response  before  driving  or  performing  complicated  tasks  Drug  Inleroclions:  Use  with  oral 
lozole  ot  itraconazole  is  contra  indicated.  Use  with  erythromycin  is  contra-indicated  Concurrent  use  with  other 
le  oral  antifungals  or  other  macrolide  antibiotics  is  not  recommended  Concurrent  use  of  drugs  with  arrhythmogenic 
il  or  those  causing  electrolyte  imbalonce  nol  recommended  (see  full  dalo  sheet).  Pharmaceutical  Precautions: 
egal  Category:  P  Package  Quantities  and  Retail  Price:  Triludan  Jahlels  Packs  of  10  tablets  £2.89. 

1  forte  lablels  Packs  of  7  tablets  £3  89  Product  licence  Numbers:  Iriludan  Tablets  4425/0024.  Triludan 
lblets  4425/0091  Date  of  preparation:  March  1 994.  Further  information  including  Product  Data  Sheet  is 

'e  from:  Marion  Merrell  Dow  Limited,  Lakeside  House,  Stockley  Park,  Uxbtidge,  Middlesex  UBI1  I  BE 
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Business  news 


AAH  discount  generics 


AAH  Pharmaceuticals  hope  to 
double  their  share  of  the  generics 
market  with  the  introduction  of  a 
two-part  deal  for  Hillcross 
Generics  products. 

Both  AAH  and  Hillcross  are  to 
encourage  pharmacists  that  they 
should  nominate  Hillcross  as 
their  first  choice  generic  supplier 
and  to  open  new  accounts. 

The  deal  between  the  two 
companies,  which  started  on 
June  1,  offers  discounts  of  at  least 
15  per  cent  on  key  Hillcross 
products  each  week. 

All  customers  will  now  pay  a 
promotional  price  rather  than 
the  traditional  trade  price  across 
the  Hillcross  range.  Previously, 
this  lower  price  was  only  available 
to  pharmacies  who  nominated 
Hillcross  as  their  main  generics 
supplier. 

According  to  AAH  Pharma- 
ceuticals' marketing  manager, 
David  Watkinson,  the  difference 
between  the  two  prices  "could  be 
as  little  as  lp  or  as  much  as  10-15 
per  cent".  He  adds  that  the  trade 
price  was  "more  or  less  the  Tariff 
price". 

These  lower  prices  also  apply  to 
situations  where  AAH  Pharma- 
ceuticals supply  generics  from 
APS/Berk  or  K.  Pharmaceuticals 


because  Hillcross  are  temporarily 
out  of  stock. 

The  second  part  of  the  deal 
starts  on  June  6  when  a  top- 
selling  Hillcross  product  will  also 
be  available  on  a  "buy  it  cheaper 
elsewhere  and  we'll  refund  the 
difference"  basis,  the  first  time 
AAH  Pharmaceuticals  have  run 
such  a  scheme.  Again,  this  will  be 
available  to  all  AAH  customers. 

Under  the  "refund  the 
difference"  offer,  if  customers  can 
buy  the  same  generic  product 
from  another  full-line  national 
wholesaler  at  a  cheaper  price 
during  the  week  preceding  the 
Hillcross  offer,  AAH  Pharma- 
ceuticals will  refund  the 
difference. 

To  flag  the  special  offers, 
customers  will  receive  a  special 
Hillcross  promotional  broad- 
sheet at  the  start  of  each  week, 
with  the  first  one  due  out  in  the 
week  beginning  June  6. 
Pharmacists  fill  in  the  order  form 
and  hand  the  details  to  their  AAH 
Pharmaceuticals'  delivery  van 
driver. 

Chris  Rawstron,  AAH  Pharma- 
ceuticals purchasing  director, 
says:  "These  initiatives  will  also 
make  it  easier  for  pharmacists  to 
have     a     single     source  of 


competitive  generics  and  thus 
ensure  their  profitability  in  this 
growing  market  sector." 

Those  pharmacies  who  nom- 
inate Hillcross  as  their  main 
generics  supplier  will  continue  to 
get  retrospective  discounts  off  the 
promotional  price  which  vary 
according  to  how  much  they 
spend  a  month. 

These  stand  at  a  5  per  cent 
discount  for  monthly  spends  of 
G(H)-£600,  K)  pcv  cent  off  for 
£600-£l,000  a  month  and  15  per 
cent  off  for  monthly  spends  over 
£1,000. 

•  When  Vantage  members  go  to 
AAH  Pharmaceuticals'  trade 
show  at  London's  Royal 
Horticultural  Hall  (June  26),  they 
will  be  offered  vouchers  worth  up 
to  £45. 

The  promotion,  limited  to  that 
day  only  and  to  one  purchase  per 
Vantage  member,  gives  vouchers 
redeemable  against  their  AAH 
account,  or  discounted  Sega 
computer  games  available  on  the 
day. 

Participants  spending  £100  or 
more  will  receive  a  £10  voucher, 
those  spending  £200  get  a  £25 
one,  and  for  those  topping  £300 
worth  of  orders  a  £45  voucher 
will  be  handed  over. 


Unichem  go 
into  hospital 

Unichem  have  made  further 
inroads  into  the  hospital  supplies 
market  with  the  acquisition  of 
Hospital  Management  &  Supplies 
for  £9.7  million  cash. 

This  ex-Baxter  Healthcare 
company  warehouses  and  dis- 
tributes surgical  and  medical 
products  to  both  NHS  and  private 
hospitals  throughout  the  UK. 

They  operated  through  North- 
ampton and  Glasgow  warehouses 
to  deliver  £30m  of  supplies  in 
1993.  This  led  to  an  operating 
profit  of  £800,000  before  intra- 
group  charges  from  Baxter  for 
European  management  support 
and  additional  warehousing  and 
freight  costs. 

The  company  is  being  acquired 
free  of  debt  with  net  assets  valued 
at  £7.3m. 

Although  warehousing  and 
distribution  functions  will  he 
integrated  with  Unichem's  exist- 
ing hospital  supplies  business, 
HM&S  will,  in  fact,  be  managed 
separately. 

•  AAH  Hospital  Service  have  won 
a  prime  vendor  arrangement  with 
the  Churchill  and  John  Radcliffe 
Hospitals  Trust  in  Oxford.  They 
will  provide  daily  deliveries  of  all 
medicines  to  the  hospitals. 


United  Drug  profits  up  33pc 


United  Drug,  the  Dublin-based 
pharmaceutical  distributor,  saw 
pre-tax  profits  rise  by  33  per  cent 
in  the  half  year  to  March  31  to 
IR£2.05  million. 

Turnover  improved  by  31  per 
cent,  from  IR£61.4m  to  IR- 
£80.4m.  The  figures,  described  as 
"satisfactory"  by  the  chairman, 
Martin  Rafferty,  have  been 
achieved  as  a  result  of  United's 
organic  growth  and,  for  the  first 
time,  the  contribution  of  Sangers 
distribution. 

Sangers  was  acquired  in  1992 
as  part  of  Alchem,  Ulster's  largest 
pharmaceutical  wholesaler,  in 
which  more  than  a  third  of 


pharmacists  in  the  province  are 
shareholders. 

Mr  Rafferty  said  United  Drug 
Distributors,  their  pharmaceut- 
ical agency  division,  had  an 
excellent  first  half  during  1994, 
which  reflected  the  strength  of 
their  brands. 

The  group's  consumer  pro- 
ducts division,  Pemberton  Mar- 
keting, reported  a  growth  in  its 
cosmetic  and  photographic  busi- 
nesses after  an  expansion  into  the 
optical  market. 

The  group's  earnings  per  share 
were  7.91p,  an  increase  of  9  per 
cent  over  1993  and  takes  into 
account  a  successful  Rights  Issue. 


iples  have  the  edge 

for  the  five  weeks  from  February 
27  to  April  2,  whereas  those  with  a 
turnover  of  below  £3m  fell  by  1 
per  cent. 

The  CSO  found  pharmacists 
had  done  better  than  off-licences 
and  jewellers  in  March,  but  other 
High  Street  operations,  such  as 
newsagents  and  other  non-food 
retailers  had  outstripped  phar- 
macies' retail  sales. 


Pharmacy  retail  chains'  sales  for 
March  strongly  outpaced  their 
smaller  counterparts,  according 
to  figures  released  by  the  Central 
Statistical  Office. 

Retail  sales  —  excluding  NHS 
receipts  —  for  pharmacists  large 
and  small  improved  by  1  per  cent. 

However,  businesses  with  a 
turnover  of  £3  million  or  more 
saw  a  gain  of  3  per  cent  in  value 
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National  Lottery  benefits? 


Pharmacists  should  be  cautious 
before  deciding  to  sell  tickets  for 
Britain's  new  National  Lottery, 
despite  the  undoubted  extra 
customer  traffic  and  the  poss- 
ibility of  national  publicity. 

Both  the  National  Pharma- 
ceutical Association  and  the 
British  Chamber  of  Commerce 
have  urged  businesses  to  get  the 
full  details  of  what  joining  the 
Lottery  will  entail,  apart  from 
selling  the  £l-a-time  tickets. 

Tim  Astill,  director  at  the  NPA, 
has  written  to  the  organisers  — 
Camelot  —  asking  what  particular 
advantages  the  operation  will 
bring,  together  with  a  plan  to 


involve  the  NPA's  pharmacists  in 
the  November  launch. 

The  BCC  has  warned  its  retail 
members  to  be  cautious  of  a 
leaflet  —  released  before  Camelot 
was  awarded  the  contract  —  in 
circulation  headed  "National 
Lottery  Register:  Sites  App- 
lication". A  registration  fee  of  £25 
is  requested,  though  the  small 
print  does  read  "registration  does 
not  automatically  guarantee  acc- 
eptance as  a  retail  outlet 
operator". 

It  is  reported  that  the  draw  is 
likely  to  be  held  each  Saturday 
night  on  BBC1,  with  top  prize  in 
the  region  of  £3-£5  million. 


Drug  exports  break  records 


Britain's  pharmaceutical  indus- 
try exports  have  reached  an 
all-time  record  with  £3.6  billion 
sales  last  year  —  a  jump  of  26  per 
cent  in  overall  trade  surplus. 

Provisional  figures  released  by 
the  Association  of  the  British 
Pharmaceutical  Industry  reveal 
the  positive  trade  gap  for 
medicines  rose  from  £1.3bn  to 
£1.6bn,    the    largest  annual 


increase  since  the  year  1975. 

Overall,  exports  grew  by 
£657m  in  1993  while  imports 
rose  £312m  to  £1.9bn. 

Almost  half  (£1.5bn)  of  the 
UK's  exports  went  to  other  EC 
countries  with  North  America 
taking  15  per  cent  (£500m). 

Exports  to  Japan,  however, 
exceeded  imports  by  more  than 
£200m. 
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Boots  sell  Farley's  to  Heinz 


Boots  have  announced  the 
second  shake-up  in  the  baby 
foods'  market  in  as  many  months 
with  plans  to  sell  Farley's  to 
Heinz  for  £94  million. 

The  decision  by  Boots  to  move 
out  of  the  baby  foods'  market 
ends  weeks  of  speculation  (C&D 
May  7,  p779).  But  it  will  only  go 
through  if  the  deal  is  not  referred 
to  the  Monopolies  and  Mergers 
Commission,  say  Boots. 

In  addition  to  the  Farley's 
range  of  baby  milks  and  cereals, 
Boots  will  also  be  shedding 
Timers  baby  cereals  and  their 
adult  nutrition  business 
Complan,  Casilan  and  Crunch  'n' 
Slim  brands  —  as  part  of  the  deal. 

Together,  these  brought  in 
sales  of£53.3m  to  March  31  1993, 
£37.5m  of  that  from  the  UK. 
Other  important  markets  are 
Ireland,  Pakistan,  New  Zealand 
and  the  Far  East. 

Net  assets  of £20. 7m,  including 
manufacturing  facilities  both  in 
Kendal,  Cumbria,  and  Karachi, 
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Pakistan,  are  part  of  the  deal,  as  is 
the  transfer  of  all  of  their  450 
employees. 

The  money  raised  will  be  used 


Sunday  working 
controversy  continues 


The  dismissal  of  a  tour  operator 
employee,  who  refused  to  work 
on  a  Sunday,  has  reinforced  the 
importance  of  employee  con- 
tracts, the  National  Pharma- 
ceutical Association  said  this 
week. 

Louise  Steadman,  who  was 
sacked  from  Hogg  Robinson 
Travel,  lost  her  appeal  for  unfair 
dismissal  last  month  after  an 
Employment  Appeals  Tribunal 
announced  there  was  no  UK  legal 
framework  that  protected  those 
workers  who  refused  to  work  on 
Sundays. 

Tim  Astill,  group  director  of 
the  NPA,  said  it  all  depended  on 
the  contract  with  the  employer. 
"If  this  woman  was  taken  on  not 


to  work  on  Sundays,  personally, 
I'd  take  a  dim  view  of  the 
finding,"  he  said,  "especially  if  an 
employer  unilaterally  changed 
the  contract  in  that  way." 

Although  Mr  Astill  believed  no 
one  should  be  forced  to  work  on 
Sunday,  he  felt  that  pharmacists 
should  expect  to  have  to  work  on 
a  Sunday  in  a  chemists'  rota. 

"At  the  moment,  with  de- 
regulation law  going  through, 
authoritative  legalities  remain 
uncertain  whether  a  worker  can 
be  forced  to  work  on  a  Sunday," 
Mr  Astill  said. 

The  NPA  backs  the  Keep 
Sunday  Special  Campaign,  which 
supported  Ms  Steadman's  case. 
She  is  considering  an  appeal. 


to  concentrate  on  Boots'  four 
core  over  the  counter  categories 
-  cough/colds,  pain  relief,  eye 
care  and  skin  care. 

Since  Boots  bought  Farley's  in 
1986,  the  range  has  grown  to  over 
40  variants  of  13  products.  These 
would  be  added  to  Heinz  Baby 
Foods'  range  of  12  products  with 
over  90  variants. 

Andrew  Barrett,  managing 
director  of  Heinz  UK,  says:  "The 
acquisition  will  represent  a 
significant  opportunity  to  dev- 
elop further  our  overseas  bus- 
iness and.  specifically,  to  build 
towards  our  goal  -  -  to  be  a 
leading  player  in  baby  feeding  in 
Europe." 

It  will  also  allow  them  to  gain 
access  to  the  dry  baby  food 
category,  which  makes  up  most 
of  Farley's  business,  and  infant 
formula  milks. 

This  sale  follows  Cow  &  Gate 
Nutricia  buying  Robinsons  dry 
baby  meals  from  Reckitt  & 
Colman  in  March  (C&D  April  2, 
p566). 


The  Proprietary  Articles  Trade 
Association  handled  fewer  com- 
plaints of  price  cutting  in  1993 
than  in  the  year  before,  but  nearly 
all  of  their  investigations  did 
succeed  in  correcting  prices. 

According  to  the  PATA's 
annual  report,  they  received  196 
complaints  compared  with  200  in 
1992  —  fewer  than  expected. 

After  the  PATA's  intervention, 
138  of  these  resulted  in  traders 
giving  written  assurances  that 
they  would  correct  the  prices  and 
stick  to  manufacturers'  price  lists 
in  future.  Another  25  such 
assurances  were  received  from 
manufacturers,  and  two  assur- 
ances plus  nine  undertakings 
were  obtained  after  legal  action. 
Of  the  remaining  22  complaints, 
action  is  continuing  against  six 
traders  and  16  did  not  reply  to 
their  letters,  although  subse- 
quent checks  revealed  that  prices 
had  been  corrected. 

During  the  year,  Unichem  and 
The  Mentholatum  Co  joined  the 
PATA,  while  Fisons,  Syntex 
Pharmaceuticals,  Dobbin  &  Stew- 
art, Bleasdale,  I&N  Rabin  and 
PIF  Pharmaceuticals  all  decided 
to  resign. 


Pharmacia 
offer  shares 

The  Swedish  government  is 
selling  82.2  million  shares  in 
Pharmacia  this  month,  making  it 
the  country's  largest  privatisation 
to  date,  with  domestic  investors 
getting  47.5m. 

The  issue  will  take  foreign 
ownership  in  the  group  from  6 
per  cent  to  15  per  cent  due  to 
involvement  in  international 
institutions. 

Annual  sales  were  SKr27bn 
($3.5bn)  in  199:5. 


VAT  on  haircare  gas 
cartridges  'absurd' 


VAT  liability  on  hair  styling  gas 
cartridges,  said  by  the  National 
Pharmaceutical  Association  to  be 
an  absurd  and  complicated 
addition  to  pharmacists'  acc- 
ounting, could  add  thousands  of 
pounds  on  to  costs  each  year. 

The  extra  VAT  liability,  8  per 
cent  since  April  1,  affects  the  likes 
of  Braun's  £1.99  gas  cartridges. 

A  spokesman  at  the  company, 
who  could  not  give  an  accurate 
figure,  said  the  cost  would  be 
quite  a  large  amount". 

John  D'Arcy,  NPA  pharmacist, 
administrator,  warned:  "It's  not 
just  the  additional  charges,  but 
the  sheer  hassle  of  accounting  for 
the  cartridges  as  a  separate  VAT 
matter.  We  have  written  to  the 
Treasury  Minister  about  it,  but  as 


yet  have  had  no  reply." 

When  C&D  spoke  to  the 
relevant  VAT  department,  a 
spokesman  confirmed  that  hair- 
care  gas  cartridges  remained  part 
of  the  Government's  extension  to 
fuel  and  heating  VAT  charges  and 
that  8  per  cent  liability  had  been 
added  from  April  1  this  year,  with 
the  full  17  per  cent  VAT  being 
taken  into  account  from  April 
next  year. 

Mr  D'Arcy  said  he  could  not 
make  any  statement  on  what 
.action  the  NPA  would  tell 
members  to  take  until  clari- 
fication came  from  the  Treasury. 
Until  they  hear  otherwise,  all 
those  involved  should  take 
account  of  the  8  per  cent  VAT 
charge,  he  added. 


Beconase 


BINGO 


Here  are  the  winning  numbers 
for  the  period  4th  -  1  7th  June. 
Check  the  sticker  on  the  back  of  your 
Beconase  Hayfever  counter  unit  to  see  if 
you've  won  a  Fortnum  &  Mason  hamper 
or  even  a  weekend  for  2  in  Paris. 


28  2  95  66  49  57  60  43  90  56 
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APPOINTMENTS 


Looking 


for 


new 


role? 


PHARMACY  MANAGERS 

The  role  of  the  community  pharmacist 
as  part  of  the  primary  healthcare  team 
is  changing.  Lloyds  Chemists,  with 
over  870  pharmacies  nationwide, 
already  responds  to  the  needs  of  the 
local  community  with  a  comprehensive 
package  of  healthcare  services. 

We  are  committed  to  the  continual 
improvement  of  our  service  and  require 
more  forward-thinking,  enthusiastic 
people  to  develop  community 
pharmacies  in  the  locations  belo-v. 

*  Porth  *  Liverpool 
*  West  Midlands  -k  Mexborough 
*  Grimsby  *  Southampton 

We  offer  a  competitive  salary  ,  profit- 
linked  bonus,  20%  discount,  pension 
scheme,  free  private  healthcare  and  25 
days  annual  holday. 

If  you  want  a  challenging  role  and  the 
opportunity  of  providing  real 
community  care,  write  to  Sandra 
Williams,  Lloyds  Retail  Chemists, 
Manor  Road,  Mancetter,  Atherstone, 
Warwickshire  CV9  1QY  or  telephone 
her  on: 

0827  713990 


PORTSTEWART,  NORTHERN  IRELAND 


PHARMACIST  BRANCH  MANAGER  with  commitment  and 
proven  business  acumen  required  for  long  established  independent 
business. 

Excellent  patient  consultation  skills  are  a  prerequisite.  Experience  of 
actively  marketing  OTC  products  and  the  ability  to  communicate 
within  a  friendly  team  environment  are  essential. 

A  quality  package  with  increasing  rewards  based  on  results  and  long 
term  commitment  to  drive  and  expand  the  business  is  available  for 
the  right  individual. 

Closing  date  for  applications  is  Friday  17  June  1994. 
Write  with  full  career  history  in  confidence  quoting  C&D  to: 


Donaghydhi&ntSsX 


C/O  MUSSENDEN  HOUSE,  POOL  BANK,  OTLEY, 
WEST  YORKSHIRE  LS21  IRS  OR  TELEPHONE  0532  843232 


COMMUNITY 
PHARMACY 

Locum  and  Permanent  Posts 

Friendly,  personal  service  that 
brings  the  right  pharmacists 
and  community 
pharmacy  posts  '     1 ! 

together  - 
fast. 


DISPENSING/ 
SALES  ASSISTANT 

Full  time,  Monday  to 
Friday  10am  until  7pm, 
required  in  Fulham  SW6. 
Wages  £180  p.w.  (gross) 

Tel- 
071  3850355 


DUBLIN 

Pharmacist  required  for  full-time 
position  in  busy  branch  pharma- 
cy. Excellent  supporting  staff. 
Attractive  salary  package. 
Telephone  Rov  McCabe  on  010 
3S31  8406  555  (davtime)  or  010 
3531  8451  525  (evenings). 


IPSWICH,  SUFFOLK 

Friendly   Community   Pharmacy  requires 
permanent    Pharmacist     Would  consider 
job-share    Applications   welcomed  from 
people  registering  this  summer 
Salary  scale  £21.000-£25,000. 

Apply  in  writing  to  Mr  D.  A.  Bugg,  do 
Gainsborough  Pharmacy,  13  Reynolds 
Road,  Ipswich,  Suffolk  IP3  0JL  or  telephone 
0473  728509, 


EXPERIENCED  DISPENSER 

required  for  busy  retail 
pharmacy  in  NW  London. 
Experience  of  high  class 
cosmetic  agencies  an 
advantage  but  not 
essential. 

Tel:  071  794  2235  (day) 
081  458  5341  (eve) 


PLEASE  SEND  ALL  BOX 
NUMBER  REPLIES  TO 

CHEMIST  AND  DRUGGIST 
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APPOINTMENTS 


Branch  Managers 


Various 
Locations 


At  Hills  Pharmacy,  we  believe  that  our  success  has  been  due 
to  the  professional  and  commercial  initiative  of  our 
Pharmacist  Managers.  Due  to  our  continuing  acquisition 
programme,  we  have  the  following  vacancies: 

South  Wales  -  In  a  rural  location 
north  of  Swansea,  we  need  a  Welsh 
speaker  for  a  fairly  low  turnover, 
NHS  orientated  outlet.  This  would 
be  an  interesting  and  rewarding  first 
job  for  someone  sensitive  to  the  customer  needs  of  a  very 
community  based  pharmacy.  We  also  have  another  vacancy 
in  this  area  for  a  similarly  qualified  pharmacist  with  slightly 
more  experience. 

Highbridge,  Somerset  -  Ten  miles  south  of  Weston-Super 
Mare,  this  is  a  fairly  quiet  community  pharmacy  with  good 
service  standards  to  be  maintained.  It  would  be  ideal  for  a 
recently  qualified  pharmacist. 

Weston-Super-Mare  -  A  popular  and  well  fitted  branch  with 
a  large  sales  area,  this  unit  needs  the  professional  and 
merchandising  skills  of  someone  with  at  least  three  years' 
retail  sales  development  experience  and  a  natural  ability  to 
manage  people,  to  take  over  from  the  present  manager 
upon  retirement. 

Peterborough  area  -  In  a  market  town  conveniently  near 
Peterborough,  we  are  looking  for  someone  who  can 
instigate  systems  and  cope  with  a  very  busy  dispensary 
while  continuing  to  provide  an  excellent  retail  service. 

Stanhope  -  Surrounded  by  the  beautiful  Kent  countryside,  this 
modern,  friendly  shop  has  a  steady  turnover  and  a  balance  of 
NHS  and  OTC  business.  It  would  suit  a  keen  pharmacist 
manager  to  continue  to  develop  this  already  successful 
business. 

Folkestone  -  Situated  very  near  the  Channel  Tunnel  and 
immediately  adjacent  to  a  surgery,  this  small  professional 
outlet  has  a  busy,  modern  dispensary.  With  both  sides  of  the 
business  still  growing,  it  would  suit  an  experienced  and 
confident  pharmacist  wanting  to  work  closely  with  the  local 
GPs. 

North  Manchester  -  This  branch  is  traditional  in  style  and 
consistently  busy,  with  turnover  up  on  last  year's  targets  on 
both  sides  of  the  business.  It  would  therefore  suit  a'  well 
motivated  all-rounder  to  maintain  its  growth. 

For  all  the  above  positions  we  will  more  than  compensate  you 
for  your  hard  work.  We  offer  a  competitive  remuneration 
package,  plus  the  even  more  tempting  reward  of  a  career  with 
a  company  that  aims  to  give  you  as  much  room  for 
achievement  as  your  abilities  deserve. 

For  more  information  and/or  an  informal  discussion  on  any 
of  the  above  vacancies,  please  contact  Raymond  Barclay, 
Regional  Manager,  on  0256  760076  during  working  hours 
and  on  0635  40246  during  evenings  and  weekends. 

To  apply,  please  write  with  your  CV  and  details  of  your  current 
remuneration  package  to  Sharon  Critchley,  Training  and 
Personnel  Manager,  AAH  Retail  Pharmacy  Ltd.,  Vantage 
House,  Osborn  Way,  Hook,  Basingstoke,  Hants  RG27  9HX. 
Fax:  0256  765514. 

Hills  Pharmacy 


AN  ENTHUSIASTIC  PHARMACIST/ 
MANAGER  required  for  an  easy  to 
manage  community  pharmacy.  Good 
supporting  staff  Minimum  paperwork 
Long  term  locum  considered.  Ring  08 1 
422  3905  (day)  or  08 1  904  41 5 1  (eve) 

SOUTH  LINCS  —  Pharmacist  required 
for  busy  pharmacy,  newly  registered  con- 
sidered, future  prospects  Tel:  0860 
542767. 


SITUATIONS  WANTED 


EXPERIENCED,  RELIABLE  Pharma 
cist  available  for  regular  or  occasional 
days  Wimbledon  area  and  Central 
London  081  543  2609 


KENT 


Newly  qualified/experienced 
long  term 

LOCUM/MANAGER 

required.  5-5 lA  day  week. 

4  weeks  holiday. 
Accommodation  and  good 
salary  to  the  right  applicant. 

Pleas©  telephone: 
0303  259414 


AGENTS 


AGENTS  WANTED 


Format  Pharmaceuticals  Ltd,  a  rapidly  expanding 
company,  based  in  the  North  East,  require  Agents  calling 
on  chemists  in  the  Glasgow,  Edinburgh  and  Carlisle, 
Belfast  and  South  West  areas.  Excellent  commission 
paid  on  every  sale. 

Please  phone  SUE  ROBSON  on 


091  413  1014 


BUSINESS  FOR  SALE 


LONG  ESTABLISHED  freehold  drug 
store  for  sale  in  West  Wilts  town. 
£110,000.  Tel:  0374  735286. 


y  Telf 


CROYDON,  SURREY  —  Old  established 
main  road  leasehold  pharmacy  T/O 
£150,000  pa  and  increasing.  Rent 
£7,000  pa  Great  potential  £20,000  gw, 
f+f,  and  sav  Tel  (eve)  081  773  4002. 


ALLIANCE  VALUERS  & 
STOCKTAKERS 

Telephone  Harrogate  (0423)  531571 

NOTTINGHAM 


■ 


Retirement  Sale.  Long  established  suburban 
pharmacy.  Current  T/O  £425,000.  NHS  items 
average  4,156  per  month.  Property  freehold 
£65,000.  Sale  by  way  of  share  transfer  based 
on  offers  around  £215,000  for  G W/Fix. 


BUSINESS  WANTED 


SELLING  YOUR  PHARMACY? 

Lloyds  Chemists  pay  the  best  prices  for  pharmacies  nationwide 
Confidential  negotiations  and  prompt  settlements  assured. 
Telephone  David  Gilder  on  (0827)  718  001  or  0455  846  684  evenings. 
LLOYDS  RETAIL  CHEMISTS  LTD 
Manor  Road,  Mancetter,  Atherstone,  Warwickshire  CV9  1QY 
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LOCUMS 


PHARMACY  COMPUTER  SYSTEMS 


Provincial  Pharmacy 
Locum  Services  JK 


We  have  over  3,000  pharmacists 
registered!  Plus  experience  of  handling 
over  100,000  bookings  NATIONWIDE! 

OUR  BUSINESS 

Place  your  locum  problem  in  the 
hands  of  our  experienced  co-ordinators 
We  will  inform  you  the  moment  cover 
is  found  We  leave  you  to  get  on 
with  doing  what  you  do  best, 
running  your  business. 

PLEASE  CALL  NOW! 


NEWCASTLE 
091-2330506 


CARDIFF 
0222549174^1^ 


SHEFFIELD 

0742-699937 


BIRMINGHAM 

021  2330233 


EXETER 
0392422244 


LONDON 

0892-5159631 


SATURDAY  LOCUM  required  9am- 
Ipm  in  Rayleigh.  Phone  0268  77170  V 

PART  TIME  elderly/semi  retired  Phar- 
macist wanted  to  relieve  pharmacist  on 
casual  basis  Light  dispensing  Tel:  071 

834  2032. 

GRAYS,  ESSEX  —  Permanent  Locum 
required  Saturdays  9am- 1  pm.  Tel:  0375 
372821. 


SOUTH  EAST 
LONDON 

Evenings  and  days. 

Contact  Sandra  Williams  at 
LLOYDS  CHEMISTS 
on 

0827  718001 


SUNGLASSES 


LGC  OPTICAL 
TEL/FAX:  081  963  1227 
IMPORT  CLEARANCE 
SOR  SOR  SOR 

Pay  for  what  you  take,  full  refund  for  what  you  return 
before  10/8/94.  Prices  from  £l-£3  min  300%  mark-up. 

OR  send  for  our  150pc  starter  pack 
£150  incl  del.  High  quality 

GUARANTEE:  Pay  on  delivery.  If  you  don't  like  what 
you  see  refuse  the  delivery.  300-500%  mark-up  guaranteed 

LGC  OPTICAL,  UNIT  59  PARK  ROYAL 
BUSINESS  CRT,  9-17  PARK  ROYAL  ROAD, 
LONDON  NW10  7QL 


STOCKTAKERS 


Frankland  &  Co. 


STOCKTAKERS  &  VALUERS 


7  19  Harrison  Road.  Belgrave,  Leicester,  LE4  6QN 
Telephone  (0533)665299    Facsimile.  (0533)  610284  Mobile:  (0374)  1 8 1 850 

SPECIALISTS  m  PHARMACY  STOCKTAKING  NATIONWIDE 


BIG  ENOUGH  TO  COPE  SMALL  ENOUGH  TO  CARE 


Comprehensive  stocktaking  and  business  transfer  service 


PACE  fteta 


LABELLING 
SYSTEMS 
THE  BETTER  LABELLING  & 
RECORD  SYSTEMS 

•  Faster  •  Simpler 

•  Guaranteed  Security  •  Free  Credit 

•  More  Features  •  Low  Price 

No  one  has  more  experience. 
Don't  buy  without  first  seeing  a  Pace  Beta 
demonstrated  in  YOUR  pharmacy 
•  Available  for  one  months  trial 
For  details  and  a  free  demonstration 
Telephone:  061-941  7011 
37  Stamford  New  Road,  Altrincham  WA14  1EB 


John  Richardson  Computers  Ltd 


PUR 


Latest 
Update 


£§)  EPOS 


JRC  systems  are  renowned  for  their  speed,  ease-of-use 
and  flexibility  -  They  are  the  most  widely  used  in  pharmacy 
today,  are  constantly  updated  and  enjoy  an  enviable  after- 
sales  service.  You  may  think  you  can't  afford  the  best  - 
You'll  be  surprised  . . . 


FOR  MORE  DETAILS,  OR  FREE  EPOS/PMR  VIDEOS,  PHONE  0772  323763 
(FAX  0772  323003)  -   OR  WRITE  TO  JRC  LTD,  FREEPOST,  PR 5  6BR 


Three  Items  For  A  Total  Cure! 


PILLS  -  Patient  Medication  Records 
CheckOut  -  POSHH  EPOS 
Ob-serve  -  Book  keeping  package 

Hadley  Hutt  Computing  Ltd, 
George  Bayliss  Road, 
Droitwich, 
Worcs.  WR9  9RD 
Telephone:  0905  795335 
Fax:  0905  795345 
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PROMOTED 
CHECK00T 
PILLS  S 
0BSERVF 


PRODUCTS  AND  SERVICES 


ALARMS  and  SECURITY  CAMERAS 

Tel:  081  316  5627  (24hr) 
16  Warren  Lane,  London  SE18  6BW 


MASSIVE  OPPORTUNITY! 


A  dynamic  marketing  organisation  seeks  innovative 
new  product  ideas,  having  already  achieved  $US  1/4 
billion  in  sales.  If  you  would  like  a  FREE  'marketing 
partner',  write  in  confidence  with  outline  details  to: 


BOX  NO.  3462 
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FROM  LOW  COST  PERIMETER  SHELVING  TO 
UPMARKET  PERFUMERY  SHOWCASES  TRADITIONAL 
OR  CONTINENTAL  DISPENSARIES 

CONTACT  MARTIN  BAGG  FOR  A  COMPLETE 
SHOPFITTING  SERVICE  FOR  THE  PHARMACIST 

0392-216606 


EXDkUM 

STOREFITTERS  

0626-83407T 

COMPREHENSIVE  DESIGN,  MANUFACTURE 
AND  INSTALLATION  SERVICE  FOR  THE 
RETAIL  PHARMACY 

KING  CHARLES  BUSINESS  PARK, 
OLD  NEWTON  ROAD,  HEATHFIELD, 
DEVON  TQ12  6UT 


CDVENTHY  CV1  411 
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by     DESIGN  for 

PROFESSIONALS  PROFESSIONALS 

0935  |  IIJI  20724 

OXFORD  RD.  PENN  MILL  TRAD.  EST.  YEOVIL  SOMERSET  BA21  5HZ 


j  ri_jd  VISUAL  MERCHANDISING 
j\"TjCj  AT  ITS  VERY  BEST 


Designers  and  Manufacturers  of  Glass  Cube  *  Open  Frame  Displays 


mm 


Cube  Arts  Ltd,  Unit  D,  Mill  Green  Business  Park,  Mill  Green  Road, 
Mitcham,  Surrey  CR4  4HT.  Tel:  081-640  6114  Fax:  081-640  4497 


K  H  WOODFORD  &  Co  Ltd 


Y 

as  specialist  manufacturers 
and  installers  invite  you  to 
-telephone  us  on  0202  396272 
for  details  of  our  fully 
approved  equipment  forall.. 

Dispensary  and  Pharmacy  fitting 


Custom  made  Dispensaries  and  Medicine  counters  at 


We  can  also  offer  you  a  total  refit  package  using  leading  makes  ol 
Shelving  at  Discount  Prices 

For  a  free  Design  Consultation  contact 
'  r»ham  Carty,  Intcrplan  Retail  Systems  Ltd  on 
0733  320  353  (24  hrs) 

Representatives  in  London,  Peterborough,  Leeds,  Birmingham  and  Newcastle 
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STOCK  FOR  SALE 


NWOODS 


Kj  tvl  j  II 

340Bens!ia  m  I  a  n  e 
I  hornlonHealli 
SurreyCR7-7EQ 
Tel-08  I  -689-5  522 
Fax-081-689-2256 


GENERICS 

A345  AMIODARONE  100MG  x  28 
A353  ASPIRIN  DISP.  75MG  x  1000 
F306  FRUSEMIDE  40MG  x  1000 
N303  NIFEDIPINE  CAPS  10MG  x  100 
Q301  QUININE  TABS  300MG  x  500 
T320  TERFENADINE  60MG  x  60 


P.Ls 

C94  CECLOR  CAPS  250MG  x  15 

M39  MODURETIC  TABS  x  30 

M51  MELOLIN  10CM  x  10CM  x  100 

031  OPTICRON  EYE  DROPS  x  10ML 

S64  SALAZOPYRIN  E.N.  TABS  x  100 

T70  TENORETIC  TABS  x  28 

V37  VOLTARENE  RETARD  100MG  x  10 


Mi 


G  H  E  K  N  W  O  O  I)  S 


£3.65 
£2.05 
£3.10 
£2.40 
£9.90 
£3.50 


£6.50  (Equiv  20% 
£2.09(Equiv  17% 
£14.40(Equiv  28% 
£5.20(Equiv  28% 
£8.26(Equiv  19% 
£6.20(Equiv  24% 
£2.50(Equiv  44% 


Nett 
Nett 
Nett 
Nett 
Nett 
Nett 


off  UK) 
off  UK) 
off  UK) 
off  UK) 
off  UK) 
off  UK) 
off  UK) 


ALSO  AVAILABLE:  DRESSINGS,  BOTTLES,  CONTAINERS  & 
COUNTER  BAGS 

CONTACT  AJAY 

Offer  ends  30th  June  1994.  Full  price  list  available  on  request  minimum  order 
value  £100.00.  Offer  subject  to  availability  (Errors  and  omissions  accepted) 


SHOPFITTINGS  FOR  SALE 

Bristol  area 

Excellent  condition,  nearly  new.  Nordia  System  90,  £15,000 
new  for  only  £7,500.  Suitable  for  refitting  a  800/900  sq  ft 

unit.  Also  Dispensary  Fittings  including  two  Nordia 
Continental  Drawer  Units.  £1,200  each  new,  £600  each. 

Tel:  0934  629010 


Businesslink 

A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


EXCESS  STOCK 


TRADE  LESS  30%+VAT  -  Mellenl  tablets 
lOOmg  1000  pack  (exp  12/95).  Tel:  041- 
881  5686. 

TRADE  LESS  25%+VAT+ POSTAGE  -  83 

Asendis  (exp  10/94),  134  Caved  S  (exp 
95),  18  Faverin  50ng,  70  Fenopron  300. 
50  Hydrea  (exp  8/94),  Topicydine  (exp 
7/94),  Alphosyl  HC  cream  (exp  7/94), 
Quinoderm  HC  (exp  7/94),  5x300m!  Te- 
gretol liquid  (exp  96).  Tel:  081-539  1922. 

TRADE  LESS  50%+VAT  -  150x200mg 
Provera  (exp  7/95),  50x1  OOmg  Provera 
(exp  8/95).  Tel:  0252  543240. 

TRADE  LESS  40%+VAT+POSTAGE  - 
100  Pancrease  H L  (exp  7/95).  tel:  050981 
2363. 

TRADE  LESS  25%+VAT+POSTACE  - 

Sandostatin  15x5amps  lOOmcg/lml  (exp 
6/96),  2x5  amps  50mcg/lml  (exp  9/96). 
Tel:  0533  393139. 


TRADE  LESS  30%+VAT  -  84  Molipaxin 
50mg  (exp  7/97),  112  Molipaxin  lOOmg 
(exp  5/96),  28  Molipaxin  150mg  (exp 
6/94),  32  Migravess,  forte  (exp  6/94),  200 
Mestinon  (exp  9/94),  100  Melleril  50mg 
(exp  1 1/94),  100  Megace  40mg  (exp  5/96), 
100  Neo  Mercazole  20mg  (exp  1/95)  plus 
others.  Tel:  0545  560294. 

TRADE  LESS  40%+VAT+POSTACE  - 
6x100  Cardene  30mg  caps,  68  Orimeten 
250mg  tabs.  Tel:  081-319  0115. 

TRADE  LESS  40%+VAT+POSTAGE  - 
127  Loron  caps  400mg,  28  Bonefos 
400mg  caps.  Tel:  081-767  6005. 

TRADE  LESS  40%+VAT+POSTAGE  - 
200  Retrovir  250mg  caps  (exp  10/94),  17 
Oruvail  gel  lOOg  (exp  8/94),  20  boxes 
temazepam  unit  dose  15xl0mg  (exp  6/ 
94).  Tel:  081-898  5033/081-894  5034. 

TRADE  LESS  30%+VAT+POSTAGE  -  89 
Neurontin  300mg  (exp  7/96),  153  Alr- 


PHOTOGRAPHIC  WHOLESALERS 

ALL  LINES  DISCOUNTED 

BEST  UK  PRICES 
A  MONTHLY  PRICE  LIST 

400  BEST  SELLERS 
NEXT  DA  Y  DELIVERIES 
Please  ask  for  our  list 

TELEPHONE  0272  629391  FAX:  0272  621590 


48  HOUR  DELIVERY  ■ 

['W'J^       PHONE:  081-906  8308 

)fl  DAYS  CREDF1  ^gk 

[U  ULi^      FAX:  081  906  8929 

V )  CARRIAGE  ^JPRI 

^pBsPW^M^^Wfc     Please  phone 

(ii\R(,i  ,Jmm 

miU*""*59^r        full  Price  Lis! 

SPECIAL  OFFERFOR  CHEMIST  &  DRUGGIST 

READERS  DURING  JUNE  ONLY 

10/10 'Blue' 

SANATOGEN 

&  10/10 'Pink' 

Multivits/+  Iron/Childrens 

(at  trade  less  20%) 

(trade  less  17'/2%) 

GILLETTE 

KODAK  GOLD  II 

Gil  10's 

GS135-24  (200  ASA) 

&  Contours  10's 

£1.70  (trade  less  35%) 

£22.99  per  10  cards 

POLAROID  PASSPORT  PACK 

JVC  El 80 

£69.99  (10  films  +  wallets) 

(3  hour  Video)  £1.49 

PLEASE  FAX  YOUR 
MESSAGE  ON 
0732  368210 


heumat  50mg  (exp  4/96),  9x10ml  Becotide 
susp  (exp  9/96),  60  Inderal  I60mg  (exp 
7/94),  26  Tigason  25mg  (exp  3/95).  Tel:  0524 
32618. 

TRADE  LESS  50%+VAT+POSTACE  - 

Humegon  150IU  (exp  7/95).  Tel:  071-407 
2061. 

£45  INCLUSIVE  VAT  -  Sandimmun  caps 
25mgxl80  (exp  7/94).  Tel:  021-3776042. 

TRADE  LESS  30%+VAT  -  Sandostatin 
500mcg  15  vials.  Tel:  081-743  3887. 

TRADE  LESS  50%+VAT+POSTACE  -  19 
Amikin  inj  500mg.  Tel:  0622  717141. 

TRADE  LESS  30%+VAT+POSTAGE  -  56 
Didronel  200mg  tabs,  1  Tilade  inhaler 
mint  (exp  8/94),  144  Isordil  lOmg,  7 
Volumatic  devices,  100  Clopixol  2mg 
(exp  9/97),  150  Apresoline  25mg  (exp 
10/97),  60  Hvdrocortone  lOmg  tabs.  Tel: 
0693  830261. 


TRADE  LESS  25%+VAT  -  1x100  Orap 
lOmg  tab.  12  Benotec  200  inhalers,  4x56 
Lederfen  450  tabs.  Tel:  081-450  7873. 

TRADE  LESS  30%  -  Orimeten  tabs  30, 
Suprefact  spray  2,  Uro-trainer  Saline  30, 
Simpla  340805  20,  370809  30,  370819 
10.  Tel:  081-574  1352. 

TRADE  LESS  15%+VAT  -  Manerix  tablets 
10x30,  Nolvadex  D  20mg  10x30,  3x30, 
Colestid  orange.  Tel:  0372  729318. 

TRADE  LESS  30%+VAT  -Dantrium 
lOOmg,  Prescal  2.5mg,  Lopid  300mg, 
Picolax  Sachets.  Tel:  0708  524015. 

TRADE  LESS  20%+VAT+POSTACE  - 
21xFamuirTabs,500digoxin  62.5  mcg@ 
1.35,  1  Tilade  mint  inhaler  (exp  8/94),  56 
Didronel  tabs  200mg,  144  Isordil  lOmg 
tabs,  120  Choledyl  200mg  tabs  (Exp 
3&8/951,  60  Hvdrocortone  lOmg.  Tel: 
(0693)  830261. 


EXCESS  STOCK  CAUTION 

Pharmacists  are  responsible  for  the  quality,  safety  and  efficacy  of 
medicines  they  supply.  In  purchasing  from  sources  other  than 
manufacturers  or  licensed  wholesalers,  they  must  satisfy  themselves 
about  product  history,  conditic  ns  of  storage  and  so  on. 
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STOCK  FOR  SALE 


PHOTOGRAPHIC  STOCK 
DISPOSAL  WAREHOUSE 

Unit  11,  Croft  Court,  Butts  Close,  Thornton, 
Cleveleys,  Lanes  FY5  4JX 

(Est  5  years) 

*  MASSIVE  * 

I  CAMERA 
CLEARANCE 

SALE 
*  10,000  ★ 

CAMERAS  TO  BE 
DISPOSED  OF 

BEST  PRICES 
IN  THE  UK 

STOCK  PRICE  LIST 
AVAILABLE 

TEL:  0253  863185 
FAX:  0253  829959 


JL    # 1 1 1 1 1 1  n 

[(iuual  w 

LIBRA  DISTRIBUTORS 

ORWO  135-36  exposure 
Film  at  83  pence  only 
Telephone  now  for  extensive  price  list  on 

Kodak,  Fuji,  Polaroid  Films,  Gillette 
products  and  whole  range  of  Fragrances. 

TELEPHONE:  081  445  4164 
FAX:  081-445  1399 

IDEAL  TIME  TO  GET  IN  FOR  PASSPORT 
PICTURES  -  FOR  A  FREE  DEMO  CALL  US. 


STOCK  WANTED 


in 


CHEMIST  -  WANTED  -  PHARMACY 

Surplus  Coloured  Glass  Bottles  and  Jars  Wanted 
Black  Glass  Jars  Drug  Jars  —  Blue  or  Green 
Blue  Castor  Oils  Coloured  Soda  Syphons. 
"Admiralty"  Square  Blue  Poisons.  Spare  Stoppers 
Common  Blue  "Not  to  be  taken"  Poisons  —  All  shapes 
Mixed  Assortments  of  Surplus  Bottles  as  above 
Contact:  Eric  Padfield, 
18  Mulberry  Gardens,  Sherborne,  Dorset. 
Tel:  0935  816073  Fax:  0935  814181 


TO  ADVERTISE  IN 
THIS  SECTION 
PLEASE  TELEPHONE 
CAROLINE  GREENWOOD 
ON  0732  377322 


at 


Free  entries  in  "Business 
Link"  (maximum  30 
words)  are  restricted  to 
community  pharmacist 
subscribers  to  Chemist  £ 
Druggist.  No  trade 
advertisements  will  be 
permitted.  Acceptance  is 
at  the  discretion  of  the 
Publishers  and  depends 
upon  space  being 
available. 

Send  proposed  wording 
to  "Business  Link"  using 
the  form  printed 
alongside. 

Appointments,  situations 
wanted,  and  businesses 
for  sale  will  be 
incorporated  as  lineage 
advertisements  under  the 
appropriate  Classified 
headings. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign 
Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  

Address  


 Postcode 

Personal  RPSGB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  30  words) 
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Aboutpeople 


Burr  on  international  stage 


Andrew  Burr,  pharmaceutical 
advisor  to  Mid-Glamorgan  Fam- 
ily Health  .Services  Authority  and 
chairman  of  the  Young  Pharm- 
acists Group,  is  taking  home- 
grown ideas  from  Mid-Glam- 
organ to  the  international  stage 
this  Autumn. 

Mr  Burr  will  speak  on  the 
outcome  of  drug  formularies  at 
the  International  Pharmaceutical 
Federation's  annual  conference 


Alan  Smart  (right),  AAH 
Pharmaceuticals'  warehouse 
manager  for  Bristol,  celebrates  30 
years'  loyal  service  with  the 
company.  He  was  formally 
presented  with  a  silver  salver  by 
managing  director  David  Taylor 
(left)  and  a  brass  engraved  alarm 
clock  from  the  staff  at  the  Bristol 
branch.  Mr  Smart  joined  the 
company  as  a  driver,  progressed  to 
transport  supervisor  and  then 
warehouse  manager  in  1980 

Norris  gets  a 
fellowship 

Numark  managing  director  Terry 
Norris  has  been  made  a  Fellow  of 
the  Chartered  Institute  of  Mar- 
keting, which  claims  to  be 
Europe's  largest  professional 
body  for  marketing  and  sales 
practitioners. 

Fellowship  is  limited  to  those 
who  have  made  an  outstanding 
contribution  to  marketing  prac- 
tice or  education  and  who  possess 
a  proven  record  of  expertise  and 
success  within  senior  manage- 
ment on  a  national  or  inter- 
national scale. 

In  his  five  years  with  Numark, 
Mr  Norris  has  overhauled  the 
company  and  steered  it  through  a 
minefield  of  changes  to  the 
membership.  Previous  experi- 
ence included  ten  years  with 
Sangers  Photographic. 


in  Lisbon  in  September  when  he 
kicks  off  the  session  on  coll- 
aboration between  doctors  and 
pharmacists. 

He  will  stress  the  importance 
of  formulary  development  in 
relation  to  reducing  the  drugs' 
budget.  Formulary  development 
in  other  countries,  particularly  in 
Italy,  has  been  tried  and  failed, 
says  Mr  Burr. 

He  hopes  to  highlight  areas  of 


concern  for  pharmacists.  Who 
should  be  involved,  how  to  make 
inroads  into  speaking  with  other 
healthcare  professionals,  educ- 
ation and  counselling  material 
for  community  pharmacists  will 
also  be  covered. 

"I  am  honoured  to  get  the 
opportunity  to  speak  on  a  topic 
which  is  of  interest  to  many 
throughout  Europe,"  says  Mr 
Burr. 


CPP  exam  successes 


Shona  Wales,  a  hospital  pharm- 
acist from  Edinburgh,  has  suc- 
cessfully completed  the  member- 
ship exam  for  the  College  of 
Pharmacy  Practice. 

This  year  an  extra  sitting  of 
assessment  D  was  held  on  May  5 
for  hospital  pharmacists.  The  six 
successful  candidates  were:  Tre- 
vor Johnson  (Sheffield);  Eliz- 
abeth Lyle  (Beverley);  John 
Quinn   (London);   Peter  Shaw 


(London);  Catherine  Wagstaff 
(Birmingham);  and  Shona  Wales. 
•  The  College  of  Pharmacy 
Practice  has  elected  Dr  Angela 
Alexander,  Dr  David  Anderson 
and  Mr  Brian  Riley  to  serve  as 
governors  of  the  College  for  a 
period  of  three  years. 

Mr  Ross  Groves  has  been 
elected,  unopposed,  as  one  of  the 
three  associate  representatives  on 
the  Board. 


Appointments 


Maltby  to 
head  PATA 

Anthony  Maltby  has  been  elected 
president  of  the  Proprietary 
Articles  Trade  Association  for 
1994. 

Mr  Maltby  is  managing  dir- 
ector of  F.  Maltby  &  Sons  Ltd, 
pharmaceutical  wholesalers  in 
Lincoln.  He  has  been  on  the  PATA 
Council  since  1990,  succeeding 
his  father,  Mr  J.H.  Maltby,  who 
held  a  seat  on  Council  for  a 
number  of  years. 


Brian  McMullen  has  been  app- 
ointed managing  director  of 
Wisdom  Toothbrushes,  now  in- 
dependent of  Addis  Housewares. 
Mr  McMullen  was  managing 
director  of  the  Robert  McBride 
Group,  Personal  Care  Division. 


Former  NPA 
press  officer 
turns  artist 

Tanya  Turton,  the  first  in- 
cumbent of  the  PR  office  at  the 
National  Pharmaceutical  Assoc- 
iation, has  turned  professional 
artist. 

She  is  having  her  first  solo 
exhibition  next  week  in  Blew- 
bury,  near  Didcot  in  Oxfordshire. 

Ms  Turton  has  developed  a 
style  of  painting  based  on  the 
designs  in  the  grain  of  wood. 
None  of  the  paintings  can  be 
copied  exactly,  she  says,  because 
each  is  like  the  fingerprint  of  a 
tree  —  unique. 

The  exhibition,  which  also 
includes  some  sculpture  by  Aline 
Thompson,  will  continue  at  the 
Borlase  Gallery  in  Blewbury  on 
June  5-25. 


Coming  events 


YPG's  Notts 
happening 

The  second  of  the  Young 
Pharmacists  Group's  "Making  It 
Happen"  conferences  takes  place 
in  Nottingham  at  the  Victoria 
Hotel  on  June  18-19. 

Facilitator  Geoff  Allerton  will 
lead  Saturday's  programme,  look- 
ing at  "Improving  your  Com- 
munication Skills".  DoH  deputy 
chief  pharmacist  Jon  Merrills 
will  chair  the  Sunday  session, 
which  asks:  "Pharmacist:  an 
Effective  Communicator?". 

The  full  conference  fee  (in- 
cluding Saturday  night  dinner) 
is  £45  (£60  non-members). 
Saturday  is  £20  (£30),  while  the 
dinner  only  is £15  (£20).  There  is 
no  fee  for  day  delegates  attending 
the  Sunday  only.  Details  from 
Shenagh  Donohoe  (tel:  0926 
48227). 


Doncaster  Pharmaceuticals  Group 

Ltd  in  conjunction  with  Park 
Systems  Computers,  are  touring 
with  a  "roadshow"  as  follows:  June  12 
at  Basildon  Forte  Posthouse,  Cranes 
Farm  Road,  Basildon:  June  19  at 
Glasgow  Forte  Posthouse,  Erskine, 
PA8  6AN;  June  26  at  Cardiff  Forte 
Posthouse,  Pentwyn  Road,  Cardiff.  All 
venues  will  be  from  11am  to  4pm. 
The  Chiltern  Region  of  the  RPSGB  is 
holding  its  Annual  Conference, 
"Health  Gain  —  The  Pharmacist's 
Contribution",  at  the  Postgraduate 
Medical  Centre,  Edgware  General 
Hospital,  Edgware,  Middlesex  on  June 

12,  9.30am  onwards. 
The  College  of  Pharmacy  Practice  is 
holding  a  study  day,  "Repeat 
Prescribing",  at  Stirling  Highland 
Hotel,  Stirling,  on  June  12.  Further 
details  from  Mrs  Jill  Ross,  tel:  0203 
692400. 

University  of  Bradford  is  holding  a 
pharmacy  research  seminar  at  the 
School  of  Pharmacy  in  Lecture 
Theatre  D4,  at  the  University  on  June  I 

13,  at  4pm.  Further  details  from 
Professor  P.  York,  tel:  0274  384738. 
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£6.5 

million 
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PROMOTIONAL  SPEND 


PSE  ALL 


TO  ECLIPSE 
OTHERS 


Now,  the  world's  first  h^-receptor  antagonist,  is  also  available  for  pharmacy  sale 
as  Tagamet  100  and  can  be  ordered  now  from  all  major  chemist  wholesalers. 

Tagamet  100  is  available  in  packs  of  12  and  24  tablets  and  is  indicated  for  the 
short-term  symptomatic  relief  of  heartburn,  dyspepsia  and  hyperacidity,  as  well  as  for 
the  prophylactic  management  of  nocturnal  heartburn.   - —  

If  you  haven't  already  seen  your  local  SmithKline  Beecham    fj|  1 
Consumer  Healthcare  representative  he/she  will  be  calling  soon  with  *^QjQSS**^^t>K 
details  of  the  eye  catching  and  informative  point  of  sale  material    L  \Q0 
which  includes  window  displays  and  patient  advice  leaflets. 

Backed  by  a  promotional  spend  of  over  £6.5  million,  including  ^^^g^^ 
a  dramatic  T.V.  and  press  campaign,  Tagamet  100  will  have  a  major  *•""*"*'*' 
impact  on  you  and  your  customers. 

Stock  up  now  to  make  sure  you  gain  the  maximum  benefit  i2'5S"-,s~" 
from  one  of  the  most  important  POM  to  P  Switches  the  healthcare  si 
profession  has  ever  seen.  j  10® 


^^^^—»j—m  — »  irirt  J~L~t~    F>roduct  Information 

j  1^1  ¥  H*^M     Presentation  White  elliptical  film  coated  Tiltab  tablet  containing  100  mg  cimetidine.  Dosage  and  administration  Adults  One/,  the 

|  ff\f\^J  cimetidine   elderly),  children  16  years  and  over:  Relief  of  heartburn,  dyspepsia,  hyperacidity:  Two  tablets  with  water  when  symptoms  appear.  If 

j  IVJLI  symptoms  persist  for  more  than  1  hour  after  the  first  dose,  a  second  dose  may  be  taken,  but  no  more  than  4  tablets  in  any  4  hours  and 

po  more  than  8  tablets  in  any  24  hours.  Prophylactic  management  of  nocturnal  heartburn:  One  tablet  with  water  one  hour  before  bed  time.  In  all  cases,  not  to  be  taken 
'for  more  than  two  weeks.  If  symptoms  persist  for  more  than  two  weeks  or  recur  regularly,  a  doctor  should  be  consulted.  Not  to  be  given  to  children  under  16  years 
pfage.  Use  Short-term  symptomatic  relief  of  heartburn,  dyspepsia,  hyperacidity.  Prophylactic  management  of  nocturnal  heartburn.  Contra-indications  Hypersensitivity 
iio  cimetidine  or  any  of  the  excipients.  Precautions  Not  recommended  in  patients:  with  impaired  renal  function,  hepatic  impairment;  taking  oral  anticoagulants, 
iphenytoin,  theophylline,  intravenous  lignocaine;  middle  aged  or  older  patients  with  new/changing  dyspeptic  symptoms,  any  patients  with  unintended  weight  loss  and 
jtiyspeptic  symptoms,  because  of  potential  delay  in  diagnosis  of  gastric  cancer;  with  a  history  of  peptic  ulcer  and  on  NSAIDS,  esp.  elderly;  with  compromised  bone 
iparrow;  in  pregnancy  and  lactation;  with  any  other  illness,  using  any  medication,  under  medical  supervision  for  other  reasons.  Adverse  reactions  Diarrhoea,  dizziness, 
lash,  tiredness.  Gynaecomastia,  occasional  liver  damage,  confusional  states  (usually  in  the  elderly  or  very  ill),  all  reversible.  Rarely  thrombocytopenia,  leucopenia, 
(•granulocytosis,  all  reversible.  Very  rarely,  interstitial  nephritis,  acute  pancreatitis,  headache,  myalgia,  arthralgia,  fever, 

sinus  bradycardia,  tachycardia  and  heart  block,  all  reversible,  aplastic  anaemia,  pancytopenia  and  anaphylaxis.  Reports  f^S^)  SmithKline  BGGCtiQITI 
»f  alopecia  and  very  rarely  reports  of  reversible  impotence  but  no  causal  relationship  has  been  established  at  usual   ^jBj  it  i+u 

prescribed  therapeutic  doses.  Product  licence  number  0002/0230.  Retail  Price  Tablet  (12's)  £2.29,  (24' s)  £3.99.  Legal  *9m^  LOnSUITIBr  n63linC3r6 


CV1  SmithKline  Beecham 

Consumer  Healthcare 


:ategory  P.  Date  of  preparation  9  March  1994.  'Tagamet'  and  'Tiltab'  are  trademarks.  SmithKline  Beecham  Consumer 
I  l|lealthcare,  SB  House,  Brentford,  Middlesex  TW8  9BD.  Telephone  number:  081-560  5151. 


'Tagamet  is  a  registered  trademark  of 
Smith  Kline  &  French  Laboratories  Limited 


The  No.l  treatment  for  heartburn  is 
going  from  strength  to  strength1 


Wh  en  your  customers  have  severe  or  frequent  symptoms  of 
heartburn,  give  them  new  Extra  Strength  Gaviscon  500  tablets. 

The  new  Gaviscon  500  OTC  dedicated  tablets  are  lemon  flavoured, 
a  taste  that  will  attract  new  customers  to  the  brand  according  to  consumer 
tests,  and  generate  extra  revenue  for  you. 

Remember  that  Gaviscon  relieves  the  pain  of  heartburn  in 
4  out  of  5  customers.234 


^2jUEM0N  CHEWABLE  t«.« 


GAistscon/Wf 


So  if  they've  got  severe  symptoms  of  heartburn,  give  them 
new  Extra  Strength  Gaviscon  500  lemon  tablets. 


Keeps  acid  where  it  works, 
not  where  it  hurts 


Gaviscon  Essential  Information 

Product  Information.  Active  Ingredients:  Liquid  Gaviscon  Sodium  alginate  BP  5<lf ►mg.  sodium  bicarbonate  Ph  Eur  267mg, 
calcium  carbonate  Ph.  Eur  160mg  per  lOmJ  dose  Gaviscon  500  Tablets  Algiiuc  acid  BP  500mg,  sodium  bicarbonate  Ph.  Eur  I70mg, 
dried  aluminium  hydroxide  gel  BP  lOOrng,  magnesium  tnsilicate  Ph  Eur  25mg  per  tablet  Gaviscon  251)  Tablets  Alginic  acid  BP 
250mg,  sodium  bicarbonate  Ph  Eur  K5mg,  aluminium  hydroxide  gel  BP  SOmg,  magnesium  tnsilicate  Ph.  Eur  12  5mg  per  tablet 
Indications:  Liquid  Gaviscon  &  Gaviscon  500  Tablets  Heartburn,  including  heartburn  ot  pregnancy,  dyspepsia  associated  with  gastric 
reflux,  hiatus  hernia  and  reflux  oesophagitis  Gaviscon  250  Tablets  Heartburn  and  acid  indigestion  Contra-  Indications:  None- 
known  Dosage  Instructions:  Liquid  Gaviscon  Adults  and  children  over  12  IO-20ml,  children  5-12  5-10ml  liquid  after  meals  and  at 
bedtime  Children  under  6:  Not  recommended  Gaviscon  51)0  Tablets  Adults,  children  over  12:  1  or  2  tablets  after  meals  and  at 
bedtime    Children  under  12  not  recommended    Gaviscon  250  Tablets:  Adults  and  children  over  12  2  tablets  as  required  Children 


under  12  Not  recommended  Chew  tablets  thoroughly  before  swallowing  Note:  10ml  liquid  contains  n.2mmol  sodium  Ont 
Gaviscon  500  Tablet  contains  2  1  mmol  sodium  One  Gaviscon  250  Tablet  contains  1  02mmol  sodium  Both  liquid  and  tablet  forms  ot 
Gaviscon  are  sugar-free  Retail  Prices:  Liquid  Gaviscon  100ml  £\  H),  200ml  £2  Hh,  Gaviscon  500  Tablets  12  £2.45,  Gaviscon  25f 
Tablets  24  £1  u5  Product  Licence  Nos:  44/INI5X  Liquid  Gaviscon,  44/01411  Liquid  Gaviscon  Peppermint  Flavour.  44/0141  Gaviscon 
500  Tablets,  44/0103  Gaviscon  250  Tablets.  44/0143  Gaviscon  250  Lemon  Flavour  Tablets  Legal  Category:  GSL  Method  of  sale: 
Through  registered  pharmacies  Holder  of  Product  Licences:  Reckitt  &  Colman  Products  Limited,  Dansom  Lane,  Hull  HUH  7DS 
GAVISCON  and  the  sword  and  circle  symbol  are  registered  trademarks  Date  of  / 
preparation:  25/1/94  References:  1  Taylor  Nelson  Counterpoint  MAT  to  June  1 993  /->i/rrf^  f*rw  am  a  m 

2.  Chevrel  B  (1980)  J.  Int  Med  Res  8:  300  3  Ward  A  E  (1989)  Br  J  Clin  Prod  43:  KEUkTlTAAjj L> ££iAIN 
(2)  Suppl      52  4  Williams  D  L  tf  a/  (1979)  J.  Int  Med.  Res  7:  551  ^  * 
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